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Apparent Disregard for the Rights of Shoe Merchants in the Advertise- 
ment by the Regal Shoe Co. in the “Saturday 
Evening Post,” Jan. 27, 1917 


IDING rough shod over the methods 

of merchandising which have been for 
years accepted as honest and truthful 
service to the public is not to be 
tolerated in any individual or con- 
cern within or without the industry. 
There are fundamental rights pos- 
sessed by every man conducting a business which are 
not to be trespassed upon—the rights to sell his 
merchandise under his own name, backed by his 
faith in the goods and accepted by the public in the 
faith which it has in HIM. Attempting to force a 
merchant to a policy—selfishly imposed—through 
the use of the blunderbuss of advertising through 
consumer publications cannot but explode at the bar- 
rel and fill the assailant with splinters, the effect of 
which will be a source of irritation for a long time. 

Here is a plain, direct question: Is it necessary to 
any imaginably successful scheme of advertising to 
abandon the manners, impulses and instincts of a 
gentleman? 

Are we putting too fine and finicky a point on 
business practice when we say that our own answer 
to that question is in the negative? 

What appears to be a bid for the hearty ill-will of 
other merchants is in the form of a page advertisement 
in the Saturday Evening Post in the shape of a screed, 
about ten per cent advertising and ninety per cent 
“knock,” headed ‘‘Why the Best Shoe values may be 
kept out of Your Town.” It purports to be addressed 
to the public, and begins thus: 





“The old-style shoe-dealer is secretive. He doesn’t want his customers to 
know too much about his business—where he gets his shoes, what he pays for 
them, or how much he adds to that price. 

“He believes in Private Labels. Why? 


“Ask him for a standard shoe of known value, and he doesn’t keep it. Why? 


“He has his shoes stamped with his own name. There are manufacturers 
who do that—make anonymous shoes and stamp any dealer’s name on them. 


“Some dealers like to say—*These shoes bear our own name; they are spécially 
created for us’—making a mystery of a simple matter. Why? 

“Then there is the dealer who features a branded shoe, giving it the air of a 
national Standard Make—when it isn’t national and it isn’t standard. He 
features a name, but he wants it weak. Why? 

Does this statement sound fair? ‘Making a mys- 
tery of a simple matter’—does not such statement 
better apply to the effort of the man who wrote this 
for the Regal Shoe Company? He is making a mys- 
tery and a delusion out of what he ought to know is 
only simple, honest, straightforward business, as con- 
ducted by most shoe dealers of integrity and prin- 
ciple, the world over. 

As stated, we have no information as to the personal 
identity of the child of genius who gets up this stuff; 
but does anybody in authority ever see and “OK” it 
before it is printed? We should suppose that even 
an office boy would have enough intelligence to see 
its defects, and enough grace to be ashamed of it, 
and to suggest its countermanding. He would not 
consent to have copy put forth in the company’s 
name that one would expect every shoe man on earth 
would see through and ridicule. 

Imagine a traveling salesman of this concern, facing 
his fellow travelers on the road, and confronted with 
such stuff. Would he not throw up his hands at once, 
and apologize, or at least disclaim and disown it? (We 
are here taking it for granted that the company 
employs gentlemen to represent it on the road.) 
Or imagine one of their store managers, face to face 
with fellow members of a retail merchants’ associa- 
tion—would he not also confess himself ashamed of 
it? 
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Here is a further quotation from the ad, following 
some talk on “style authority,” etc.: 


Now, we have as many of our own stores as we need, or want. 

When it comes to special Regal representatives, the difficulty is to find, in 
each town, the Regal kind of shoe-merchant. } 

The man we want to know is the shoeman who believes in fair profits and a 
busy store: a man who really wants to give you the Regal kind of values—shoes 
of known merit, verified styles: a man who believes in building up a business as 
an institution, based on good faith and good service—not trying to stick a big 
profit on one pair of shoes. 

The whole town would get back of a shoe store like that. 
man hiring more clerks and renting a bigger store. 


The above ends the effort; kind of left hanging in 
the air, so to speak. Not very conclusive. And, 
while talking to the public, it has an air of talking 
to dealers, as if seeking new agencies. But that 
cannot be the object; for would not a_ merchant 
trailing in on the wake of this ad thereby and therein 
be confessing to his town that he had NOT been 
heretofore a man who “‘believed in fair profits,” and 
had NOT ‘‘wanted to give shoes of known merit 
and verified styles,’ did NOT believe in building up 
a business on service, instead of “sticking a big profit 
on one pair of shoes?” 

It would seem that in this talk to the ““whole town”’ 
of “standard” and “national’’ authority, someone 
‘has self-appointed himself the Mentor of national 
shoe styles and methods of retail shoe merchandising. 
Anyone who has access to the ordinary sources of 
general commercial rating information knows as 
much of the size, scope and relative importance of 
this concern as we do. It is one of the big ones, and 
we hope successful; but still we have never heard of 
the trade sitting up nights, waiting for its style ver- 
dicts or greeting its pronouncements with the open- 
mouthed awe which imperial edicts elicit from the 
common mob of mortals. Whatever may be its 
status, we are firmly of the opinion that it would be 
even bigger and more successful without this style of 
ad campaign. 

Trademarked shoes have an established place in 
the industry and a high code of ethics—but these suc- 
cesses could not have been built up and maintained on 
any policy that seemed to be based on the lack of 
intelligence and probity of a large proportion of the 
retail industry. 

Is it not time for an apology and for an elimination 
of knocking, and for confining one's efforts to the pro- 
motion of business—without the seeming attempt to 
smear indiscriminately members of an honest and 
clean-handed trade? 


You can see the 


A Practical Branch of Science 


It will interest all who followed the investigation 
of shoe store methods and accounting by the Harvard 
School of Business Administration which we have 
published from time to time, to know that the last 
report from Harvard University shows that this 
department (with one small exception) was the only 
one in the entire university to show a gain in new 
students entering, during 1916. 
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The entrants in the School of Business Administra- 
tion in 1916 numbered 142, as compared with a total 
of 117 in the previous year, a gain of 25; whereas the 
new men entering all other departments reached a 
total of 1,001 as against 1,057 in the previous year, or 


a loss of 56. It shows in a graphic way the rapidly 
growing interest in the general subject of this special 
department, that of “business administration” in 
general—the scientific study of cause and effect, of 
principle and method, of all measures of efficiency, 
in the management of business affairs. 

This study is becoming general, everywhere. It 
is simply part and parcel of the general movement 
for “efficiency,” a gospel which the “Recorder” 
has been preaching for some years. 

It has not been a gospel of mere theory, as dis- 
tinguished from practice, but it has been first and fore- 
most the application of theory, fo practice, the testing 
of theory by practice, the development of theory for 
practice. The PRACTICAL has been set foremost, 
always; the workable, the usable, the quick, sure, 
economical way of DOING things, not merely dream- 
ing about them. 

This study and research will result in better methods 
in the great work of distributing commodities— 
which is the life-work of the merchant. Methods of 
producing commodities had shot ahead of methods of 
distributing them, during some years of very great 
activity and improvement in American manufactur- 
ing, beginning perhaps 25 years ago. We learned to 
mine our ores of iron and copper with gigantic steam- 


-Shovels; to stamp and shape metal with great cutting 


and boring machines, largely automatic; to pick up 
bodily entire carloads of coal and dump them in but 
little more time-than it would take for a man to dump 
a basket-full from his shoulders; and in every way 
speeded up the manufacturing ability of our shops in 
every product, from shoes to ships, from horse- 
shoes to automobiles, so that “‘quantity production” 
became a term of the most frequent and intimate 
use in all plans and estimates and descriptions of 
plant equipment and ability. But for some time, 
except in a few lines, the methods of retail distribu- 
tion did not keep pace, in the race of betterment. 

It will always remain true that actual experience in 
the store will be the main foundation of a mercantile 
education. But to say that a young man (or an old 
one, for that matter) cannot learn much from the 
printed page is to echo the stupid, back-number farm- 
er’s bucolic sniff against ‘‘book l’arnin’,” as he 
called it. Why, even the farmers today are great 


readers of the journalism of their business; and when 
a single state (as did Iowa) can point clearly to the 
sum of ten million dollars a year gained, through the 
introduction of better methods of cultivating a single 
crop, it is not surprising that they do read, and follow 
up scientific demonstration by practical applica- 
tion. 
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The Lines of 
Greatest Style 
Beauty 


Three pump effects illus- 
trating the best selec- 
tions for Summer wear 
—two-tone tan kid and 
buck—all white kid and 
all black kid—Styles 
from Brooklyn. Maker’s 


name on request. 














Smartness in Footwear Most Apparent 
The Vogue for Chic Footery Wins Out in New York, Palm Beach 


and Southern California 


KEES 
ASS 


HILE all the hotels at Palm Beach 
Wf and Southern California are filled with 

society people, the city does not look 

as though it were deserted by any 

means. At the luncheon hour, at 

tea time, at dinner, the theatre, and 

at the opera one sees many faces 
that are well known in the fashionable world so that 
a very good idea can be obtained of what is being 
accepted by the smartly groomed women at the 
present time. 


Resist Introduction of Long Skirt 


The very new idea is the barrel skirt which is 
drawn somewhat together at the hem and is wider at 
the knee. The draped skirt and the harem skirt are 
also very new. While they are quite narrow they 
are all about shoe top length with the exception of a 
few formal dinner and afternoon gowns. 


**Short Skirts Are Youthful’’ 


Many attempts have been made by great cou- 
turiers to bring in the longer skirt, but every time such 
an effort is made it is promptly rejected by the 
majority of the women who realize that the short 
skirt ig so becoming, and at the same time takes off 
many years of their age. Is it a wonder, therefore 
that they resist. any effort to bring in a long skirt? 


Show Shoe to Better Advantage 


The new narrow skirts, which are frequently short, 
show off the shoe to even better advantage than the 
wider ones and, therefore, the women will have to 


give closer attention to the selection of their shoes 
than ever before. 

Women have learned by experience that a boot that 
does not harmonize with their costume will destroy 
their entire appearance, and this explains why so many 
smartly booted women are to be seen everywhere. 

Even the girl of modest means will deprive herself 
of perhaps a new waist or sometimes even a hat. in 
order that her boots will be up-to-the-minute in style 
and fit properly. 

The Colors for Spring 

The smart colors for Spring will be biege, 
straw, sand, and gray as well as navy blue. With 
the costumes in the lighter shades it is expected 
that the toes of the shoes will exactly match or 
be in white, while with the darker clothes, the 
soft neutral colors such as beige, sand, or pale 
gray will be used to considerable extent, par- 
ticularly if the suit or dress is trimmed with one 
of these colors. 

With tops shoes with patent leather or Russian 
leather vamps are being worn with many of the 
strictly tailored suits which are now so popular. 
While a few smart women favor an all black boot 
with suede, kid, or cloth tops, the majority are 
favorably inclined towards the boot with a colored 
upper. The more conservative prefer dark gray or 
golden brown, but the majority still cling to some- 
what lighter shades. 

The Patent Leather Pump 

Patent leather pumps as well as other types of low 

shoes in patent leather or patent kid are noted at 
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many of the afternoon teas and dansants, as they 

look particularly well with the smart looking dresses 

of georgette crepe, crepe de chine, and crepe meteor. 
With Emphasis on ‘‘Hosiery”’ 

With these low shoes the stockings are of black 
silk, some showing hand embroidered clocks or em- 
broidery in black, while other stockings are in match- 
ing color to the dress. 


Skating Vogue Continues 

The skating vogue continues to be stronger than 
ever and skating parties and skating clubs are much 
in evidence among the smart set. At these functions 
the suits are of velvet, wool velour, and jersey cloth 
in bright colors, such as gold, absinthe, mustard, 
bronze, rose and purple. A few smart young misses 
are wearing white costumes for skating, some of which 
are trimmed with fur or with novelty plaid or check 
velours. 

All Russia or all Black for Skating 

Regulation skating boots are worn with these 
costumes usually in all white or tan color. A few of 
the white boots are trimmed with leather in matching 
color to the costumes. These novel boots are worn 
more at the rinks, but for outdoor skating the tan 
Russian calf boot is preferable as well as the all black 
Russian calf. 

Complete Outfits of Footwear Taken South 

The young women who have gone South for the 
remainder of the Winter expect to indulge in all kinds 
of sports judging from the shoes they have taken 
with them for tennis, golf, and hiking. 

For tennis many of the boots are of white buck or 
white canvas. Colored leather trimmings are very 
effective on these white shoes and practically all of 
the ““Younger Set” have taken a number of tennis 
shoes with the trimmings to match the color of their 
sweaters or sport coats. 

For golfing a more practical boot is usually selected 
and this year a Russian calf or black leather high lace 
golf shoe is again an important part of every golfer’s 
wardrobe. Stockings worn with these golf shoes 
are often in checks, stripe, or plaid. 


More Demand for Mannish Boots 

The walking boot is also of a very conservative 
type and is of black or tan leather. In most in- 
stances the wide comfortable toe and low heel pro- 
claim its practicability, as the young girl who indulges 
in sport realizes that, in order to carry out the real 
sport idea, she must sacrifice beauty to some extent 
for comfort. 

While the young women are enthusiastic over 
sports they are equally so over dancing, and many 
smart dances have been scheduled before the arrival 
of Lent. 

Metallic Cloth Slippers Lead 

The new dancing frocks are made of diaphanous 

materials and many are handsomely beaded or em- 
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broidered, suggesting the Oriental influence which 
continues to find favor with both young and old, 
consequently slippers of gold and silver cloth or rich 
metallic brocades are being worn at all the smart 
evening affairs. 

Plain satin slippers in matching color to the dress 
continue to find favor, although the more elaborate 
ones are beaded frequently to match the design on the 
dress. 

All black slippers either of black satin or beaded in 
jet are worn principally with all black -costume. 
Many women who favor black have their dresses 
trimmed with silver or gold and wear slippers of gold 
or silver which are very effective with the dark 
costumes. 


Leather Conditions Explained 


At the meeting of the Philadelphia Shoe Travelers’ 
Association at Hotel Bingham, Saturday last, and 
following the luncheon tendered by President Schoell, 
Francis C. Greasly, of the glazed kid manufacturing 
house of Dungan Hood & Co. of Philadelphia was 
introduced. 

Mr. Greasly stated that while the demand caused 
by style and the general increase in the number of 
pairs of shoes worn owing to the present prosperity 
of the country has, of course, affected the supply of 
material, and he was of opinion that the country was 
set for at least a couple more years of this same pros- 
perity. While the manufacturer of kid has problems 
to solve caused by difficulty in getting dyes and 
general supplies, it is a fact that there were more kid 
skins imported into the country in 1916 than in any 
previous year, and they have met the situation fairly 
well. The domestic manufacturer has been taken 
care of although there has been less exporting of kid 
stock than formerly. 

In speaking of substitute materials Mr. Greasly 
said that a certain amount of such would be welcome, 
but he was of the opinion that the all-leather shoe 
would still be the preference where it was possible to 
pay the price for it. 

In conclusion Mr. Greasly talked entertainingly on 
his experiences during a ten months’ tour of Europe 
both in the neutral and allied countries. 

Following Mr. Greasly, William J. Naylor of 
Rochester, a retired shoe man and a member of the 
Rochester Shoe Travellers’ Association spoke on 
Association work in the shoe travelers’ field, and said 
that if the National Association would never gain 
another membership, it would still have justified its 
existence in the things that it has already accom- 
plished. He cautioned the Philadelphia Association 
not to get the organization on a basis the expense of 
which would keep out the younger man, because it 
was to build him up that the association is formed. 

The annual meeting and election of officers will take 
place February 10th. 
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Inspec- 


tion of 


Soldiers 


Fitting 
Five 
Per 


Minute 


We Are Prepared — Army Feet O K 


Infantry Mobility Insured by New System of Making the Shoe Fit 
the Man and Keeping Shod Men Fit 


By JOHN S. GREGORY 


F the army’s feet are not sound it 
doesn’t move far and it can’t move 
fast. And that is why, in the 
medical corps and in the quarter- 
master’s division, you will find a 
disproportionate amount of official 
solicitude about feet as compared 
to legs or hands or even heads. This concern is the 
same in all armies; and we are profiting by the trials 
and the mistakes taught us by the millions of weary 
feet which have followed the roads of Europe into 
battle.. An infantryman will advance a day or re- 
treat two days without food sometimes but he won’t 
advance on sore feet. Motor lorries will be loaded 
up with him going to the front, and ambulances 
lugging him away to the rear. 


Testing on the Border 


In the early weeks of the militia concentration on 
the Texan border practice marches developed physical 
unfitness 
hikes of no more than six or ten miles a very large 
percentage of men fell out, to be gathered up by 
motor trucks and brought into camp or harvested by 
ambulances back to hospitals. These men fell out 
for a variety of reasons, but a great many of them 
refused to march any further on account of sore 
feet. To begin with, marching and walking—as the 
average civilian, not a policeman or a postman, 
understands walking about his daily vocation— 
are two very different things. An infantryman on 
his feet carries about sixty pounds of dead weight: 
forty-five pounds or so of pack, eight pounds. or so of 
rifle, and the rest in ammunition or separate equip- 


in nearly every command. On_ short 


ment. He cannot choose his own gait, and he has to 
negotiate all kinds of ground, Winter roads cor- 
rugated with frozen ruts, slippery trails of mud and 
water, rocks, hot sand. And more than half the time 
a change of shoes is for him a uxury; he is very 


_apt to keep the same pair on night and day, wet or 


dry. If his shoes are not right, or if his feet are not 


_ sound, he cannot last a week with a moving com- 
' mand; and it is entirely possible that he will even 


have trouble in a trench. 

In those early weeks the trouble was due to no 
serious attempt at scientific shoeing at all. But as 
late as November a brigade formed of regiments 
from the District of Columbia, Mississippi, and 
West Virginia, after nearly five months spent in active 
duty at their state and border camps, made a three- 
days’ hike of only thirty-six miles from Fort Houston 
to Landa Park, Tex. ‘‘Scores of the militiamen,’ the 
report goes, ‘reached here in ambulances as a result 
of foot trouble.””’ Every one of these militiamen in the 
ambulances was wearing a pair of regulation shoes 
issued according to the old mechanical requisition on 
the Quartermaster’s Stores. The difficulty in this 
case was due to imperfect inspection and inaccurate 
requisition, a combination of bad system and misuse 
of good material. 


Inspection by Major Reno 


Major William W. Reno, Medical Corps, U. S. A., 
makes a profession of keeping the United States 
Army on its feet. With him it is more than a pro- 
fession; it is almost a religion. Out of the experience 
of many years devoted to the study of pedal extremi- 
ties he devised a system of inspection with a conse- 
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quent form of requisition on the Quartermaster’s 
supply of shoes and socks. Army orders were issued 


which established that system for the regulars and 
Under this es- 


for the organized militia in service. 
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CHARTING THE ARMY’S FEET 


A metal stylus is used in making the outlines of the soldiers’ 
feet, the outlines thus automatically recorded in duplicate 


tablished system, during the last six months, Major 
Reno has inspected 250,000 feet—not pairs of feet— 
and prescribed for them with a refinement which 
goes to the sixteenth of an inch. 

One of the penalties of civilization is decreased 
marching and walking power. We sit more 
stand less than our ancestors did. 

the foot of a young child, or of an Arab, 


Freedom in Walking 


Great freedom of action is needed. in walking, run- 
ning, jumping, dancing, marching. The large joints 
of the foot must be free to act. The grasp of the 
toes against the ground and the backward push of the 
great toe are of value in every single running or 

marching step. The longitudinal and 
arches must have room to contract or 


dancing or 
transverse 


expand in balancing the shifting weight of the body. | 
The 100-per-cent foot ought to be almost as flexible | 


and sensitive as a hand, instead of the inflexible 
thing that generations of sitting and bowing to the 
dictates of fashion have made it. 

But there is no use rebelling against the shoe. 
The shoe in its various manifestations has come to 
stay. Its great disadvantage in walking or in march- 
ing comes not so much from the fact’that it is a shoe 
as that, from childhood to old age, the average person 
never wears properly fitting shoes. Consequently, 


by the time a man is of military age his feet have 
become so deformed and twisted away from natural 
lines of supple usefulness that great marching capacity 
is well-nigh a physical impossibility. 


The wonder is 


and 
The normal foot } 


Feb. 3, 1917 


not that marching infantrymen fall out by scores but 
that with our imperfect footgear and haphazard 
fitting of man and shoe we have such good records. 


Regular Issue 1,000 Per Day 


Those marches were all made in the regulation 
United States Army shoe. In normal times the War 
Department issues shoes from its main supply depots 
at the rate of 1,000 pairs a day. It carries more 
than a half million pairs in stock. In the early weeks 
of the concentration the difficulty in filling requisi- 
tions was not so much a matter of shortage in stock 
as of the physical impossibility of issuing and trans- 
porting the material fast enough from one or two main 
depots to keep pace with the enormously increased 
demand. 

The New Army Shoe 


The present United States Army shoe is the result 
of all the European contracts which have been filled 
in this country. It corresponds most closely to the, 
French and Belgian military shoe. It is a laced shoe 
of partial Blucher pattern, coming up just over the 
ankle bone, by contrast to the unlaced, wide topped 
boot, worn by the German infantry regiments and 
familiar to every one who has at all.carefully observed 
the photographs of the Great War. Until very re- 
cently our army shoe was made of russet leather, 
smooth side out. That type is still regulation for 
garrison wear. But the Mexican operations have 
afforded just the test which our commissary depart- 





ONE OF 250,000 FEET INSPECTED 
In every case a record is taken of the shoe worn and a prescrip- 


tion for the proper size of shoe and stocking to be worn. Every 
soldier must draw his shoes from the Quartermaster accord- 
to this accurate data 


ment needed to back up the European war orders. 
They proved the old shoe, although correct in last, 
much too light for heavy service. Accordingly in 
July the War Department began turning out shoes 
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Footprints of Arab 


who 


never wore 


shoes 
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Footprints of a baby 


THE FEET OF THE ARMY—CHARTED 


Two hundred and ninety good feet out of 1,087 inspected. 


Record of foot inspection of the 16th 


Pennsylvania Infantry 


which combine the remote lessons of the European 
War with theimmediate needs of the Mexican serv- 
ice. The leather was used smooth side in with no 
lining, the rough, undressed leather outside to be 
soaked in oil before use. The heavy soles were kept 
supple but shod with hobnails and steel heel rims 
like a horse-shoe. 


Ninety Different Sizes 


These army shoes are carried in ninety different 
sizes, ranging from 44A to a 143EE. In July orders 
were placed with New England manufacturers for 
about 250,000 pairs of them, and now they are being 
issued at the rate of 1,000 pairsaday. It ought not to 
be hard to fit any normal biped out of such a stock. 
But left to themselves the men will not order their 
right sizes. Neither will most of the rest of us, men 
or women, order the right size or the right kind of a 
shoe. 

Who Wears Anatomical Shoes 


“The man who will buy purely anatomical shoes,’ writes one 
manufacturer, “‘is the man who has arrived at years of maturity 
and discretion, but he is not the fellow who creates volume in 
shoe manufacture. The fellow we have to cater for today is 
the young man who buys a pair of shoes because they are the 
latest thing, who will wear them a couple of months until they 
are a bit shabby, and then buy another pair. The dictates of 
fashion in this respect run in waves, and we find that in going 
after the faddish stuff we have to change the type of our lasts 
about every six months and the patterns to match.” 

Another manufacturer writes: ‘The difficulty in building shoes 
along anatomical lines is not usually a difficulty of manufacture, 
and is not due to manufacturers not knowing what constitutes 
at least some of the principles of anatomical footwear. But it 
has been amply proven in our case that the public does not 
want, at least in any great number, shoes so made. To be 


successful in the shoe-manufacturing game you have got to give 
the public what they want and not what you think they ought 
to have.” 

In this allowance schedule the army shoe was 
listed last year at $2.88 a pair, which represented the 
average cost price of all War Department shoe con- 
tracts up to 1915. This year, due to the increased 
expense of leather and manufacture, the army shoe 
costs a dollar more a pair. Some men wear out two 
pairs every year; other men wear out six pairs. Major 
Reno’s new system makes it impossiblefor the en- 
listed man to draw anything but his scientifically 
correct size of shoe and sock. 


How Inspection is Made 


The men are inspected, a battalion or a regiment 
at a time. On the day for the inspection they all 
line up in single file, standing with freshly washed 
feet, sockless, the head of the column feeding into the 
field hospital tent where the examinations are made. 
There, five at a time, they step bare-footed on to as 
many wooden stands, placing their feet over big 
black patterns, on which the examiners quickly trace 
the outlines with their metal styluses, and then by a 
quick but thorough examination record the condition 
of each foot examined. At an adjoining table a re- 
corder keeps tab of the number of the tracing and 
adds to it the specifications called out by the examiner. 

To a layman, the records of these inspections are 
astonishing. For example, let us take the specific 
case of the Sixteenth Pennsylvania Infantry. Out 
of 1,087 men inspected, only 290 sound feet were 
found. Four hundred and seventy-six men were 
wearing shoes from one to two complete sizes too 
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small. The Sixteenth Pennsylvania sported 750 
corns, 762 ingrowing nails, 613 bunions, to say noth- 
ing of such esoteric maladies as ‘‘exostoses,”’ ““prona- 
tion,” and “hallux valgus,” of which latter misery 











A “HALLUX VALGUS” 


A foot with “‘hallux valgus” is a lever with a 
lateral bend at its fulcrum end 





there were 590 well developed cases. One wonders 
how the Sixteenth Pennsylvania got over the ground 
‘at all. 

Records of Men and Feet 


By contrast to this painful condition, the Thirty- 
fourth Regular Infantry seems much more able to 
dispense with motor truck transportation. 
685 men inspected in this regiment there were 546 
sound feet, although 329 men were wearing shoes 
altogether too small for them. The Thirty-fourth 
was very modest with its bunions, only qualifying 
42, with 94 ingrowing nails, and 369 corns. 

Out of 2,413 civilian adults whum he examined, 
2,017 were wearing shoes that did not fit their feet. 















AND ONE RIGHT SOLE 


TWO WRONG 
FOR THE SOLDIER 


The two lasts at the left are improper, as they 
cramp and distort the foot; the last on the right 
is correct in shape 


In the foregoing we have given extracts from a 
remarkably pertinent article entitled ‘‘The Feet 
of the Fighting Men’’ in ‘‘The World’s Work,”’ 
of January to whom we are indebted for text 
and illustrations. 


Out of 
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New Method of Turn Shoemaking 


Perfected Permitting Manufacture Without 
Wetting Fibre Counters 


Process 


In this efficient age, American ingenuity always comes to 
the relief and solution of problems which make for economic shoe 
construction. For years manufacturers have had trouble in 
the making of turn shoes through the fact that fibre coun- 
ters after wetting have a tendency to dry out in the completed 
shoe and cause shrinking of lining and leather. With leather 
counters in the position of adding to the high cost of shoemaking, 
shoe manufacturers for a number of years have been using 
fibre counters, for, by their use an important economy is effected, 
and the same counter efficiency maintained. 


How Formerly Made 


Turn shoes have heretofore been made with a flat, stiff counter 
that is moistened, bent and inserted into the shoe. When the 
turning is completed, the counter must be hammered and ironed 























Attaching the Counter to the Sole Before Turning 


in order that the wet counter can be molded around the last. 
In drying out, the shrinkage causes a wrinkled surface, decreas- 
Ing the value of the shoe, and increasing the number of factory 
cripples. By a patented process being worked in the Ault-William- 
son Shoe factory, Auburn, Maine, the counter can be built into 
the shoe in its original dry condition. Construction is made 
simpler and all the corrective operations after the shoe is turned 
are eliminated. We illustrate the method of attaching the 
counter to the last, so that when the toe is turned and the 
quarter pulled over the counter, the lining can be slipped down 
and the process completed in four operations. The counters of 
molded fibre stock have a special heel seat of the same material 
attached, the whole making the pocket for the heel. When this 
is tacked on to the sole the shoe is ready for turning. 


Solving the Problem 


The process, so simple in practice, solves the problem which 
baffled the turn industry for years. Already the plant of Ault- 
Williamson Company is producing five hundred pairs per day 
made on this new process, and on inspection of a run of shoes, 
the utility of the method has been well demonstrated. As 
another step in the making of turn footwear more economically, 
so as to pass the benefits on to the merchant and consumer, 
this patented process stands as a credit to American ingenuity 
in shoé manufacture. 
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Stock System in England 


W. Charles of ‘‘Charles and Charles,” Bath, Bristol, 
Exeter and Gloucester, England, writes :— 

‘*As a subscriber of your “Boot and Shoe Recorder,” 
may I be allowed to put forward for the benefit of the 
shoe retailers in America, a system of stock-keeping, 


wha 


No. 
§ fie. 
amily. 2°40 


Date of Receipt 


Description 


Qtaee Daly Aloe 


Shape wed ky. 


AlG|3izial- 


Stock-Keeping System in England 
All orders placed are recorded in pencil on the bottom of the 
cards—when goods are received ink entry is made. 
Sales entered in red ink viz. 2.3—1, meaning February 2, 
sold one-pair. 


which seems very much more simple and accurate 
than that one outlined in your issue of November 18, 
page 51. 

“I am therefore sending you over an illustration 
of the way we work a stock system over here, which 
prevents a shoe being stolen or lost in any way what- 
ever, and for the purpose of the system. 

“If three fittings are required, the shoe would be 
No. 434 A, 434_B, and 434 C. The advantages of this 
system is that you always have in front of you, the 
present stock of shoe No. 434, also showing at the 
same time, the amount of pairs sold to date, and the 
number of pairs on order. One might have 3 dozen 
pairs on order from Jones, and 3 dozen pairs on order 
from Smith, but as the shoes are similar, they still 
come under 434. 

‘As long as a retail store is running, a shoe of this 
description will always be 434, and in the same way 
if you come to what we term Fancy Lines, a gray 
suede shoe would be No. 478, as long as the man 
kept a shoe of this description. 

““A card properly worked, will last for one or two 
years, and when finished, another card is put in its 
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place. You_will notice from’ the digits on’ the top of 
the card that no card can be lost. 

‘Your assortment of lines of shoes amount to 
thousands in the course of a year, and it would be 
rather interesting to know what would be done with 
a card, after say, 44 pairs had been sold. It appears 
to me to be a very difficult matter to add fresh orders 
as they came in. 

“A line of shoes would be opened for one firm, on 
say card 434, and another line practically the same, 
from another manufacturer on next consecutive card, 
possibly 832. No. 434 might be a good seller, and 832 
a bad: to keep your stock down, 832, therefore, should 
be added to 434, so that 434 shows the two stocks. 
When 434 is reduced to proper proportions, then 
more can be purchased. 

“While you go in for a large amount of work in 
elaborating sizes and fittings, the fact of crossing off 
the sizes in the way it is done, can very easily lead 
to errors. 

‘Assuming that a shoe came back again, after being 
sold, you show no method of dealing with it. I agree 
with you entirely that every shoe should bear the 
merchant’s number, but whether a particular shoe 
comes from Jones, Smith or Brown is perfectly im- 
material so long as they bear your number, which 
never changes. 

“Here I would add that stocks should be depart- 
mentalized, all patent leather, walking shoes for 
instance, being from say Nos. 440 to 460.” 


Texas Joint Associations’ Program 


Conventign at Fort Worth February 13-14 


The Fourth Annual Convention of Texas Shoe Retailers’ 
and Southwestern Shoe Travelers’ Association to be held at 
Westbrook Hotel, Forth Worth, Texas, February 13th and 14th, 
1917 has on its schedule the following. 

eee 13 


9.30 A.M.—Chamber of C 

Call _to order—L. E. * Langston, Chairman Local Arrangement 
Committee. 

Welcome Address—Mayor E. T. T 

Response, in behalf of Shoe Retailers—-T. M. Scroggins, President. 

Response, in behalf of Southwestern Shoe Travelers—A. S. Katz, 

ident. 

i | to | a Convention Rooms. Morning session ad- 

journs at 1 





Afternoon Session 
1.00 P.M.—Routine Business. 
Adjourn at 3.30 for auto ride over the city 
a visiting ladies be taken in Vea by ladies’ enter- 
nment committee for remainder of afternoon. 
0 P.M. -Rigdeane Dutch Lunch (‘“‘Stag’”’)—Chamber of Commerce. 
0 P.M.—Theatre Party for the ladies at Majestic Theatre. 


February 14 


9.00 A.M.—Business Session until 1 P.M. 
Adjournment for ember af * beroeraggay Hotel. 


2.30 P.M.—Re-convene at Ch 
The visitors will again be taken on a: ‘sight-seeing tour throughout 


the city, including a visit to the packing houses, and other places 
of interest. 

There will be papers read by such well informed men as 
President, T. M. Scroggins; George Volk and others of the two 
Associations, and they will have something to say about the 
possibilities of using other materials than leather for shoes. 
The question of late deliveries and non-deliveries that have been 
placed with shoe manufacturers will also be placed on the grid- 
dle for a turn or two. Important phases of retail shoe mer- 
chandising will be discussed. There will not be a single un- 
profitable moment from morning until night. 
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Basic Window Trimming Features 


A thorough knowledge of available materials is 
necessary to obtain the best results in varied 
and attractive window trims. Materials and 
their application are features of these pages. 
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more attractive their displays would be 
they would get a set of these inter- 
changeable decorative units and begin 
using them at once. 








We illustrate how the panels are in- 
stalled and a few of the units. 







The lower illustration shows the use 
of wall board for panels, units and 
flooring, and by utilizing something of 
this kind the color scheme can be 
changed from time to time either by 
painting or covering the pane!s and units 
with novelty papers. 











This illustration shows how a setting 
can be made and used; in the first pic- 
ture we illustrate how a setting has been 
used. 












How many window men can recall 









HIS window trim, although prepared for a large size at this moment a representative list of makers of available win- 
window, can be used with equal effectiveness in a smaller dow materials—backgrounds, display fixtures, draperies, deco- 
one by reducing the sizes of the platforms and screens. rations, specialty papers, valances, lighting effects and other acces- 
This display, designed by J. M. Ward Yost for the Penn sories? It is a part of the ‘““Recorder’s” window service to make 
Traffic Co. of Johnstown, Pa., avails of wall board in the this basic knowledge available and to help window men with 
fixtures, and the number and arrangement of shoes displayed suggestions when they have problems that they wish to submit. 






is a good example of balance and 
absence of overcrowding. 







Each of the big three wing screens 
has a gold frame and a wall board panel 
covered with novelty paper. Some of the 
platforms and pedestals have also been 
made of wall board. 



















It is necessary that windows be 
properly trimmed in order to get the 
best results from any display. It is 
not enough simply to place shoes in a 
window and expect real results; per- 
haps that is what your competitor is 
doing. 

First of all carry out some definite 
color scheme by using interchangeable 
panels and individual units. Don’t put 
too many shoes in the window. 


Wall board is one of the best and most 
practical materials for making a setting 
and if you do not have a professional dis- 
play man these panels and units can be 
purchased already made and decorated 
at small cost. With them you can easily 
put in very sightly and trade pulling 
trims. In fact, it is now possible to get 
an entire set of interchangeable units 
already made and with them dozens of 
decorative ideas can be worked out. 


If merchants would realize how much 




































Topical Show Cards for February 


Sentiment, patriotic and private, is the feature 
of this month’s holidays. Display cards should 
be designed accordingly and the windows and store 
should avail of the season’s topical features. 





— — (J 


EBRUARY events that show card men should remember include 

Lincoln’s Birthday, February 12; St. Valentine’s Day, February 

14; Nineteenth Anniversary, ‘Remember the Maine,” February 15; Ash 
Wednesday (first day of Lent), February 21; and Washington’s Birthday, 
February 22. 


An attractive window valentine shown in Number One, is made up of 
two sheets of red and white stock, with blue or black lettering and decorative 
initials forming the word ‘‘Valentine.”” The three hearts are cut out of the 
white card, and the red card within the larger heart is lettered as indicated. 
The white card need only be tipped down at the top; the initials should be 
in color, and the balance of the lettering put in as indicated. 


The observance of Lincoln’s Birthday may be emphasized as in Number 
Two, and the quotation is especially appropriate. By placing on a quarter 
sheet card a head of Lincoln, either square-up or cut-out, the motif is supplied, 
and the balance of the card can then be executed, with any proper variation 
in color and decoration. 


Approximately the same treatment can be used in the Washington’s Birth- 


day card shown in Number Three. Reproductions of Washington’s portrait 
and the capitol, arranged to balance each other, and the card and lettering 
could be worked up in patriotic colors. 


The most efficient show cards possess the element of novelty, and the 
card writer who avoids the stereotyped variety is likely to achieve the great- 
est measure of success. A little extra thought and care will be justified in 
the greater efficiency of the work produced. 


OF PARTICULAR INTEREST 
TO SHOW CARD WRITERS 


The work of show card men 
shown in the ‘‘Recorder”’ in 
the past has helped them 
achieve success. In order that 
the best of the current work 
in shoe stores everywhere may 
be brought to light, the ‘“*Re- 
corder’’ plans a regular ex- 
hibit of notable show card 
work. To this end, card writ- 
ers are invited to submit two 
of the best examples of their 
work, under conditions that 
the ‘‘Recorder’’ will outline. 
Incidentally, there will be 
‘something in it,’’ for pro- 
ducers of any cards of real 
merit who will write for par- 
ticulars to the Show Card 
Editor. 
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Rochester Travelers Meet 


Regular meeting of the Rochester 
Association of Traveling Shoe Salesmen 
was held at the Powers Hotel, Tuesday 
noon, January 30, 1917. 

Communications were read from F. J. 
Fox, requesting transfer to the Chicago 
Association, W. J. Goodbar to the Boston 
Association, and Mr. C. K. Allison to 
the North Western Association, and the 
Secretary was instructed to send proper 
credentials to the above members allow- 
ing them to transfer to the Associations 
mentioned. 

Educational Committee reported that 
they had secured speakers for the month 
of February. 

Motion was made, seconded and car- 
ried that President Byrne be our next 
delegate to the Board of Governors’ meet- 
ing to be held in Boston in July and 
Mr. E. E. Evart appointed as alternate. 

Applications for membership have 
been received from R. B. Carney, repre- 
senting the Piehler Shoe Company, and 
E. S. Mott, representing W. B. Coon 
Company, and the applications of J. C. 
Hicks and J. S. Meadows, which were 
presented at the meeting January 16th 
were read. Upon favorable report of the 
Membership Committee, the Secretary 
was instructed to cast one ballot admit- 
ting them to membership. 

President Byrne reported the following 
Style Show Committee to arrange for the 
show to be held in July. Mr. F. S. Le- 
Pine, Chairman; J. G. Menihan, W. E. 
Dugan, F. X. Kelly, M. C. Smith, H. A. 
Chase, G. A. Schaub, B. B. Blythe, and 
F. W. Rice. 


J. W. Finigan with C. P. Ford & Co. 


C. P. Ford & Co. of Rochester, N. Y. 
announce the addition of J. W. Finigan 
to their sales organization. He will 
cover San Francisco and Bay Towns, 
northern California, Washington and Ore- 
gon, part of which territory has been 
covered by John Davies. Mr, Finigan, 
whose home is in Oakland, Cal., is very 
well known and unusually popular, hav- 
ing covered the territory 17 years for 
Krippendorf, Dittman Co. of Cincin- 
nati, Ohio. He was at the Ford factory 
Saturday last, and final arrangements 
were consummated. 


Shoe Traveler’s Blue Ribboner 


Harry T. Baldwin, who travels in Ohio 
and Indiana for Thompson Bros., Inc., 
is a dog fancier on the side. He raises 
pedigreed Boston terriers; dogs which 
represent high-class breeding and blue- 
ribbon winning. As a proof of this 
Harry’s nine months’ old Boston terrier, 
“Lucky Baldwin,” at the recent dog show 


in Lynn, Mass., was’ awarded two 


“blues,” a special and a- third prize. 
Harry’s comment is that his dogs like 
Thompson Bros.’ shoes, win wherever 
shown. 

Chicago Travelers Elect 


When the Chicago Shoe Travelers’ 
Association foregathered at the Palmer 
House in the Windy City last Saturday 
for the annual election and luncheon, the 
occasion signalized the retirement of 
H. F. Andrews of the Whitcomb Shoe 
Co., Chicago, as President, after a suc- 
cessful term in office. The following are 
the officers elected for the coming year: 


A. H. HOPKINS 
President, Chicago Shoe Travelers’ 
Association 


President, A. H. Hopkins, with Hervey E. 
Guptill; Vice-president, Harry Switzer, 
with T. D. Barry Co.;  Secretary- 
Treasurer, Frank Nitchy, with Endicott 
Johnson & Co. 

Directors for two years: T. Jeff Davis, 
with Brown Shoe Co., F. G. Rhodes, with 
H. F. C. Dovenmuehle & Son and John 
Roedder, with R. P. Hazzard Co. 

The installation was held Thursday 
eveing, February Ist, in the Florentine 
Room of the Congress Hotel at the ninth 
annual dinner and dance. 


St. Louis Salesmen’s Activities 


Salesmen of the Friedman Shelby 
Branch of the International Shoe Com- 
pany and the second division of the 
Roberts, Johnson and Rand Branch, 
as well as salesmen of the Peters Branch 
were included in the headquarters visita- 
tions of the past week. They were 
given their samples, the story of the 
season and a good dinner and went on 
their way prepared for the orders which 
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they are expected to get for the coming 
season. The salesforce of the McElroy 
Sloan Shoe Company will be in the first 
week in February to be dined and 
otherwise entertained, and the salesmen 
of the Hamilton-Brown Shoe Company 
are also among the visitors to head- 
quarters. The other houses are bringing 
in their men individually for the most 
part, with no attempt at collective in- 
struction and entertainment. The main 
purpose apparently is to get the men 
back into their territories as quickly as 
possible. 
Cincinnati Changes 


R. J. Hehman, traveling for the 
Sachs Shoe Co. of Cincinnati, formerly 
covering Kentucky, Tennessee, and the 
larger towns in Pennsylvania, has been 
given the additional territory of Illinois 
and Indiana. 

J. F. Ancheutz, one of the Holters 
Shoe Company’s salesmen, joined the 
selling force of the Sachs Shoe Co. last 
week and will cover Cleveland and 
Northern Ohio. The Sachs Shoe Co. 
have bought several new lasts on which 
they have already made samples for next 
season. 

Central Salesmen Off 


The salesforce of the Central Shoe 
Company, the Kansas City branch of the 
Brown Shoe Company were at head- 
quarters in Kansas City during the past 
week. They were entertained at dinner 
and then sent on their way rejoicing, as 
well as full of “‘pep’”’ for the coming sales 
season. President John A. Bush, of 
the home organization, as well as 2 
number of others from St. Louis attended 
the sessions and the dinner. 


Salesmen Make Merry Weekly 


Raise Funds by Dances Instead of 
Programs 

The Northwestern National Shoe Trav- 
elers’ Association with headquarters at 
Minneapolis is giving a series of five 
weekly dances, the proceeds of which 
will be set aside for the expense of the 
annual picnic to be held at Wildwood, 
White Bear Lake, Minn., during the 
Summer. Last year a committee printed 
a program and solicited advertisements 
for the purpose of raising the necessary 
funds, but this will be eliminated this 
year. 

Two opposing teams to solicit members 
were elected at the last meeting. Messrs. 
Menzes and Patterson are captains of 
the opposing teams and each is composed 
of ten members in addition to the cap- 
tains. During the past week the teams 
have brought in one member a day. The 
slogan is “Two Hundred members by 
July 1."". The membership is now 122. 
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O IGNORE SUB- 
MARINE WARFARE 


Need of Leather So Great that 
Allies Will **Take Chances 
on Deliveries’’ 








It can be stated authoritatively 
that Great Britain for account o 
herself and Allies, is in need of large 
— of leather; that the Scan- 

inavian countries are absolutely 

“clean,” as well as the other Euro- 
pean neutrals, and that the strength of 
the leather market, despite the in- 
discriminate war on shipping 
projected by the German Govern- 
ment, is based on these factors in 
conjunction with an expected do- 
mestic demand in March and the 
possibility of the American Govern- 
ment being in the market for leather 
suited to army requirements. 


No Upward Trend in Prices 


Every day since the receipt of the 
German note this week announcing 
the revocation of that government’s 

ledges to the United States which 
imited submarine warfare, rumors 
have been current in the leather 
market that prices were to také 
another step upward. These‘rumors, 
up to the close of business yesterday 
CF riday) could not be verified in any 
way. There has been a tendency to 
believe that if the Central Powers 
succeed in restricting American leath- 
er export shipments, domestic prices 
would ease off, but the success of 
such a plan seems so remote that the 
market continues on the same basis 
as last reported. The only weak 
spot is the comparatively dull do- 
mestic demand, affecting particularly 
upper stocks. The wholesale shoe 
buyers, ordinarily active in the Jan- 
uary market, broke precedent this 
year, but with their advent in the 
shoe markets once more in March, 
there is only a prospect of increased 
strength in leather prices. 


BeYs $150 SHOES 
PER MONTH 





Single Customer Buys Just a 
**Few Pairs’’ 





= NEW YORK—John E. Falking- 
ham, of Arnold, Constable Company, 
gave a reporter a distant idea of 
what it means to be well shod in 
New York City today. 

‘‘We have one customer,” said Mr. 
Falkingham, ‘‘whose bill for shoes 
is about $150 a month. This means 
about six pairs of shoes at $25 a pair. 
Of course that is striking an average 
—many would cost much more, 
while simple sport boots, evening 
slippers made of the customer’s own 
material and other items would cost 


much less than $25. From our firm 
alone this would mean a purchase of 
about 70 pairs of shoes a year. And 
I suppose this customer makes pur- 
chases elsewhere also.” 





ULIAN DECLINES 
FEDERAL AP- 
POINTMENT 


CINCINNATI, Jan. 30—A dis- 
patch from Palm Beach, Fla., states 
that W. A. Julian, of The Julian & 
Kokenge Co., Cincinnati shoe manu- 


f | facturers, will not accept a place on 


the Federal Trade Commission. 

Previous advices from Washington 
were to the effect that Mr. Julian was 
being seriously considered by Presi- 
dent Wilson for appointment as a 
member of the federal trade com- 
mission to succeed Edward N. Hur- 
ley, of Chicago, whose resignation 
to resume private business in Chicago 
takes effect tomorrow. 

Mr. Julian was suggested by Hur- 
ley. There are two vacancies on the 
commission, the place of George 
Rublee, whose nomination was not 
confirmed by the senate, never hav- 
ing been filled. William J. Harris, 
vice chairman, automatically, will 
succeed Hurley as chairman. 


OSTON’S FIRST 
SHOE BUILDING 


With All Floors Devoted to Shoes 
; at Retail 


BOSTON—What promises to be 
the “show store” of Boston in shoe 
selling, if we are to take James F. 
McNeil’s word for it, will be com- 
a about May Ist. Work starts 

onday, February 5, on remodeling 
the entire building and installing a 
new front on the site of the present 
Thayer McNeil Co., Temple Place, 
Boston. - 

The street floor will be occupied 
by the women’s. and the men’s de- 
partments, the second floor by the 
De Luxe department; third floor, 
Children’s and growing girls’ and 
boys’, and on the fourth floor the 
offices. 

““No expense will be spared towards 
making it the finest shoe store in 
America,” is what the enthusiastic 
“father of the business” says. 








EARING AT CAPI- 
TOL ON WAR 
CONTRACTS 


ST. LOUIS—In Washington the 
past week, President Frank C. Rand, 
of the International Shoe Company 
and General Superintendent Harry 
Tomes of the Brown Shoe Company 
were given a hearing at the War 
Department with relation to the 
recent awards of contracts at: Phila- 
delphia against which their houses 
nes filed complaints. The matter of 
the awards and the reasons therefor 
were gone into very thoroughly and 
the St. Loujs men presented their 
side of the case. e contract as 
awarded is not expected to be over- 
thrown, but the matter will have a 
bearing on the conditions prevailing 
at the next letting. 








NATIONAL CAMPAIGN — 
PLANNED ON CARE 


OF FOOTWEAR 


Leather and Rubber Heel Makers 
to Stimulate Trade 
















oe 

CHICAGO—Twenty leading leather 
and rubber heel manufacturers of this 
country, met in an unofficial meeting 
with a ikke number of findings jobbers 
at the Hotel La Salle, Chicago, to 
discuss the feasibility of a national 
educational campaign that would 
encourage the consumer to give more 
thought to the care of his footwear. 
Primarily the object of such a cam- 
paign would be to encourage more 
repairing on the part of the consumer 
which, according to arguments 
brought forth would result in bring- 
ing into this branch of the industry 
a finer class of workmen and a better 
grade of shops. 

Karl Cummer, of Cleveland, orig- 
inator of the plan, was the first to 
tell the gathering what might be 
accomplished by national co-opera- 
tion. His remarks were supplement- 
ed by Chas. C. Parlins, of the Curtis 
Publishing Co., Philadelphia. Mr. 
Parlins cited many instances where 
manufacturers have _ co-operated 
along similar lines and in every case 
proved successful. 

The meeting then heard from Mr. 
Benson, representing an advertis- 
ing agency in Chicago. He endeav- 
ored to outline for those present a 
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few of the details of Mr. Cummer’s 
—_ This was followed by remarks 
rom R. H. Corry, president of the 
Rubber Heel Club of America. Mr. 
Corry told how the Rubber Heel 
Club had beaten the others to it. 
and outlined the manner in which 
rubber heel manufacturers were 
going to uplift the repairer, 

educate the public to wearing rubber 
heels and increase the finders’ profits. 


The Working Committee 


Mr. Corry’s remarks were fol- 
lowed by a general discussion which 
resulted in the appointment of a 
research committee of five. The 
members of this committee were: as 
follows: 

R. H. Corry, the O’Sullivan 
Rubber Co., New York; Fred 
Wagner, Wm. Schuff ao 
Louisville, Ky.; Geo. W. Steven- 
son, Rupp Wittenfeld, Cincin-— 
nati, Ohio.; Wm. Anderson, Penn — 
Leather Co., Philadelphia, Pa.;— 
Henry Spies, Fetzer Spies, Cleve- 
land, Ohio. wa 

The reports of this committee will — 
be placed before the Executive 
Committee of the National Leather 
& Shoe Finders’ Association within 
sixty days. Van 











ENTRAL LEATHER 
OPTIMISM 





Letting An Insider Tell ‘*The 
Story”’ 


BOSTON—A large shareholder in 
Central Leather says: “I feel reason- 
ably confident that during 1917 
holders of Central Leather’s $39,- 
701,000 common stock will receive 
dividends including the regular of $5 
aggregating not less than $10 and 
perhaps as high as $12. The com- 
pany’s — 

lly 


that it is really a question of tem- 


are so enormous. 















rament as to how much shall be 

ivided. ‘ 

“The asset values of the common 
figured conservatively have recently 
been appraised gt $144 per share, 
which is $54 per share more than the 
present market price. 

“Central Leather common is sell- 
ing ‘peace on.’ This is absurd be- 
cause the company is more of a 
peace than a war issue, and bere 
war over is as sure as any ind : 
can well be of two or three years of | 
enormous earnings. World’s le 
supplies have been horribly depleted | 
by the war and when peace comes © 
they cannot be restored in one 
or even in two.” 
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INE HUNDRED 
DOLLARS PRESENT- 
ED TO N.S.R.A. 


Over-funded Notwithstanding 
Convention Entertainment 





CINCIN NATI—The report of the 
Financial Committee for the enter- 
tainment of the National Retail Shoe 
Dealers’ Association was heard with 
much interest at the last meeting 
of the Shoe Selling Group of the 
Cincinnati Chamber of Commerce. 
Secretary D. E. Hayman reported 
that, with the exception of a few 
outstanding bills, all convention 
expenses had been paid and that 
there was a surplus in the treasury of 
$1,028.00. It was decided that $900 
of this amount be turned over to the 
National Shoe Retailers’ Association 
and that the remaining $128 be 
left in the treasury to take care of 
the outstanding convention expenses. 


LOUISVILLE MEET- 
ING, FEB. 13 





LOUISVILLE, Ky.—The _ Feb- 
puary dinner of the Louisville Retail 
Shoe Dealers, Association will be 
held at the Fifth Avenue Hotel on 
Tuesday evening, February 13. Al- 
bert Feige, connected with the Cin- 
cinnati Rice & Hutchins house, but 
a resident and shoe store owners of 
Louisville; and C. E. Bagwell, of 
Byck Brothers Co., have charge of 
the arrangements for the dinner and 
entertainment. 


OOL FOOTWEAR 
JOINS H. C. OF L. 





Felt Slipper Lines and Wool 
Prices 





LOS ANGELES, Cal.—The fol- 
lowing statement attributed to Jonas 
Kuppenheimer, head of a_ large 
clothing company of Chicago, who 
is spending the winter in Pasadena, 
has appeared in the local press:— 

“If the war keeps up six months 
longer wool will cost $2.00 per pound. 
A large amount of it comes from 
abroad and the supply is getting 
short. If the war lasts long enough 
it is difficult to tell what may be done. 
I may go out of business if I cannot 

et wool. But even good cotton 
abric is almost as expensive. Ex- 
periments have been made with 
papers and other materials, but they 
are still uncertain quantities.” 

With a statement of this character 
coming from an authority like Mr. 
Kuppenheimer there is much con- 
jecture among the shoe trade as to 

ow this will affect the price of fine 
felt slippers. In order to be assured 
of stocks at consistent prices many 
shoe merchants throughout the coun- 
try are beginning to provide for their 
uirements much earlier than usual 
as it is quite probable that the prices 
will increase in the near future, 
especially the high-class lines of felt 
footwear. Even if the war does 
stop it is doubtful whether the price 
of felt will go down as the demand 
at this time is tremendous and there 
seems to be no let up. 


only new, but pretty as a peacock’s 


a flat rosette of soft 
peep the two glistening yellow eyes 
and the jet black beak of the eagle 
owl. 


goose shade adorned with delicate 





EATHERS ARE 
NEWEST FOOT 
ADORNMENT 


_. The Feather Pump is a brand new 
idea in footwear adornment—not 


tail. 

Imagine a rich, dark green kid 
pump, to which is securely attached 
irridescent 
feathers, from the center of which 


Or think of a pump of lustrous 


eathers, each of the same plum 














coloring at the base, but blending off 
into even darker reds, then tinges of 


—a snow white pump with pure 


soft ivory kid pump with pearl gray 
and black feathers. 


in twelve colors: pure white, very 


ivory, Havana 
royal purple, regal plum, dark green, 


cular vamp and foxing, specially de- 
signed Louis wood-covered heel with 
aluminum heel plate. 
mentation is different for each of the 
twelve shades of leather. 
feathers containing colorings in har- 
mony with the tone of the pump 
itself have been used in each instance. 
It retails at frony eight to ten dollars 
a pair. 


years ago the Edmonds & Bro. shoe 
store was opened in Lebanon, Ky., 





purple and tipped with black. 
Or, perhaps, it is easier to picture 
the beauty of the lighter combinations 


white and jet black feathers; or a 


The “feather pump” comes in kid 


light, light gray, medium gray, light 
i brown, brown castle, 


midnight blue, rich black. 
The pump itself is made with cir- 
The orna- 


Natural 


,ELLING SHOES A 
FULL CENTURY 





LEBANON, Ky.—One hundred 


and has remained in operation under 
the management of the Edmond 
family ever since, having passed from 
father to son to grandson. The firm 
is still known by its original name 





and occupies a modern store. 


IRST SPRING 
SHOWING 


Early Start Makes Season 
Longer 


LOUISVILLE, Ky.—The Boston 
Shoe Co., made the initial showing 
of low-cut, Spring merchandise on 
Saturday January 27, when several 
attractive models in black and 
white were shown in the windows. 
These shoes are being shown in calf 
and satin, some of the satins being 
brocaded, while the calf shoes are 
in novelty styles, showing a white 
pg and heel, and black quarter; 
or white quarter, and black heel and 
vamp. A.number of the stores are 
displaying high Spring boots in their 
windows, and low shoes on the 
inside. 


UTRE TEMPS, 
AUTRE MOEURS! 


Easter oxfords—what has _hap- 
pened to them? Good shoe men, 
live wires of today, well recollect 
when Easter always opened the 
oxford season. The big gamble was 
whether tan oxfords or black oxfords 
would sell the better. There was a 
little by-play on whether three or 
four or five eyelets would be the more 
popular. 

Russia calf oxfords were frowned 
down for Easter wear by good, 
straight-laced folks who thought it 
improper to wear colored shoes to 
church. 

But the peacock parade at Atlan- 
tic City this Easter Sunday will 
reveal a rainbow of colors in footwear 
the like of which never was dreamed 
ten years ago. 


ROTECTING THE 
EMPLOYE 


Plan of General Insurance Com- 
ing Into Use 


SALEM—Cass & Daley Shoe Co., 
have worked up quite a broad plan 
for insuring employees against sick- 
ness, disability or death. They 
have just taken out a_ blanket 
policy, from Massachusetis savings 
banks, insuring 400 members of the 
Cass & Daley Mutual Benefit Soc- 
iety.. Employees who have been 
with the Company two years or 
more are insured for $200 and the 
others for $100. The amount of 
the policies increase by $100 yearly, 
oa minimum of $500 is reached. 

Cass & Daley also have endowed 
a bed in Salem hospital, contribut- 
ing $5000 to the hospital funds, and 
this secures for employees of Cass & 
Daley, and members of their fam- 
ilies, treatment at the hospita! -in 
case of sickness or disability. The 
Cass & Daley Mutual Benefit as- 
sociation recently gave $339 in 
cash to the general funds of the 
hospital. 

he Mutual Benefit society pays 
sick or disability benefits, of $10 
weekly te Class 1 members, $7 a 
week to Class 2 members and $3 
weekly to Class 3 members. Class 
1 members are those earning $15 
or more weekly, and paying an 
assessment of 15 cents a week, Class 
2 members are those earning from 
$7 to $15 a week, and paying an 
assessment of ten cents, and Class 
3 members are those earning from 
$5 to $7 weekly and paying an 
assessment of five cents. ‘The As- 
sociation pays a death benefit of 
$100. Besides, the employees are 




















CTIVE PITTSBURGH 
_ ASSOCIATION 
MEETS 


PITTSBURGH, Pa.—At the last 
monthly meeting the Pittsburgh 
Shoe Retailers’ Association convened 
in the auditorium of the Kaufman- 
Baer Company, were guests of E. 
A. Tobey, buyer. 

Prior to the plan which has re- 
cently been adopted by the associa- 
tion in holding their monthly meet- 
ings at one of the members place of 
business, the attendance was very 
small, but since the new plan has 
been adopted the attendance has 
quadrupled itself. 

C. W. Scovel, Associate General 
Manager of the Northwestern Mu- 
tual Life Insurance Company brought 
out some very interesting, pointed 
and profitable facts regarding “‘Sales- 
manship.” 

A. A. Lazarus, President of the 
Pennsylvania Shoe Retailers’ As- 
sociation, gave a brief report of the 
National Shoe Retailers’ Convention 
at Cincinnati. He also announced 
that the Annual Convention of the 
Pennsylvania Shoe Retailers would 
convene in the Chamber of Com- 
merce, Philadelphia, February 19 
and 20. 

P. W. Hamilton of the Rosenbaum 
Company talked on “Prices, Styles, 
etc.,"’ the gist of which indicating 
that prices had not yet reached top 
notch, and that while we knew the 
styles of today, we did not know the 
styles of tomorrow. 

An invitation was extended to 
A. F. Sloane Field Secretary of the 





_National Shoe Retailers’ Association, 


President of the Ohio Retailers’ 
Association, who during the last 
year through his unceasing efforts 
added over six hundred to_ their 
membership, to come to Pittsburgh 
and assist in getting together the 
shoe merchants in Pittsburgh as 
well as throughout the state. 

At the December meeting a resolu- 
tion was adopted that Auxiliary 
bodies of shoe dealers be formed in 
various sections of the city for the 
purpose of meeting as often as nec- 
essary to thresh out and decide the 
different problems effecting the deal- 
ers. The following were appointed 
to act as chairmen in their respective 
districts: 

_A. W. Verner, Down Town; W. H. 

Moore, North Side; D. W. Glick, 
East End; A. Franz, South Side, 
W. L. Anderson, Wilkinsburg. 

Since the last meeting Dec. 27, 
the result of these Auxiliary bodies 
has placed the small dealer on the 
same basis as the large Department 
Store in that he receives the same 
price for rubbers as the department 
store, and vice versa. / 

The following directors were re- 
elected :— ; 

E. A. Tobey, Geo. H. Stoebner, 
Sr., D. W. Glick, A. W. Verner, 
George Stoebner, Jr. 

Six new members were taken into 
the association. The attendance was 
double that of the previous meeting. 
P. W. Hamilton of the Rosenbaum 
Company extended a cordial invi- 
tation to hold the next meeting in 
the Rosenbaum auditorium, which 
was accepted. 





insured through the Boot & Shoe 
Workers Union. 

In addition to the above forms of 
insurance, Cass & Daley have es- 
tablished in their factories a branch 
of the Massachusetts Savings bank 
insurance league, so that employees 
may conveniently take out life 
insurance policies individually. 
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- (YRGANIZATION 
- FOR STORE 
EFFICIENCY 





PITTSBURGH—That blend off 
the types of eastern efficiency and 
western enthusiasm seems to be a 
natural attribute of Pittsburgh busi- 
ness. Witness, the plan of C. J. 
Mensch of the local Walk-Over 
Shoe Store, whose force is organized 
as a Club, which meets on stated 
evenings in the store’s reception 
room. The Club is organized into 
committees, each with a responsible 
chairman, covering the following 
subjects: Stock Supervision, Sales 
Force Efficiency, Store Appearance 
and Sickness. At the meeting each 
chairman reports on the work of his 
committee, and as a result of such 
work and of the discussion ideas and 
developed, the scheme is one that 
results in better labeling, correct 
stock numbers, better handling of 
customers, a scrupulously clean and 
well-ordered store, and an esprit de 
corps that works for the benefit of all, 


IRE INSURANCE 
RATES JUMP 
TEN PER CENT 





LOUISVILLE, Ky.—Kentucky’s 
retail shoe dealers with unprotected 
stores, using the adjective with the 
fire insurance underwriter’s under- 
standing of it, will hereafter pay for 
their fire insurance on the basis of 
a flat increase of 10 per cent. This 
increase is on the one-year con- 
tracts. On term insurance, where 
the policy is written for a period of 
three years, or five years, other 
increases are provided, the cost of a 
three-year policy. being advanced 
from two years’ premiums to two 
and a half years’ premiums and the 
cost of five-year policies being ad- 
vanced from three to four years’ 
premiums. 

The rating of unprotected mer- 
cantile risks—which are country 
stores or stores in sixth class cities 
of the state that do not have fire 
protection—constituted one of the 
principal bones of contention be- 
tween the Kentucky Insurance Rat- 
ing Board and the representatives of 
the Fire Insurance companies doing 
business in the state. The two 

arties to the controversy deadlocked 
ast August and there has been no- 
re-rating work done in the state 
since that time, until the settlement 
just effected. 

The insurance companies showed 
that they had in the last five years 
paid out $1.10 in losses on unpro- 
tected mercantile risks for every 
$1 they took in as premiums. In the 
Western part of the state these 
losses have been heavier and it was 
desired to rate this half on a higher 
basis than the Eastern half. Such a 
plan was defeated but it. was pro- 
vided that mercantile risks in certain 
unprotected towns might be sub- 
jected to an additional “environ- 
ment charge” of 20 per cent, ac- 
cording as the Kentucky Rating Bu- 
reau and the State Board should 
agree. 

Numbers of retailers with unpro- 
tected stores have been unable to 
¢ insurance for some months in 

entucky. Now they can get this 
rotection but it will be on a penalty 

is such as should stimulate fire 





prevention measures. 


REIGN TRADE 
COUNCIL URGES 
WEBB BILL 





PITTSBURGH—In a report sub- 
mitted to the Fourth ational 
Foreign Trade Convention today, 
the National Foreign Trade Council 
calls for the immediate enactment 
of the Webb bill, establishing author- 
ized co-operation among American 
exporters. Except for certain House 
amendments the elimination of which 
is urged, the Council declares the 
Webb bill is necessary to avert a 
disastrous condition of ‘European 
co-operation vs. American compelled 
competition” after the war. 


The Report Says in Part: 


“Co-operative in export selling is 
imperative to meet the proposed 
post-bellum co-operative buying not 
only by groups of European indus- 
tries but even by governments with 
the object of controlling prices. 

“Co-operation would enable many 
smaller manufacturers and _ mer- 
chants jointly to develop abroad 
selling power and resources too 
costly for them to develop individ- 
ually. Greater stability of export 
business could be obtained through 
co-operation, and a wider distribu- 
tion obtained of the benefits of 
oversea sales as a balance wheel 
against recurring periods of domestic 
depression and unemployment. In- 
crease of normal export trade is es- 
sential to defend the gold reserve 
from sudden drains due to increased 
European competition. Since the 
countries with which 90 per cent of 
American export commerce is con- 
ducted have their own anti-trust 
laws, the application of the American 
laws to exporters merely subjects 
them to a double standard and 
cannet. reach their competitors. 


What Legislation Can D6 


“In exportation of manufactures 
co-operation will permit: 

“‘Maintenance of highly organized 
export services at minimum cost to 
participants; employment of Ameri- 
can advantages in advertising, techni- 
cal demonstration and ‘follow-up’ 
methods. é 

“Improved credit information and 
financing of foreign sales, more ad- 
vantageous traffic contracts through 
greater and regular tonnage superior 
facilities for customs brokerage, 
ware-housing, etc. 

“Assumption, by the co-operative 
organization, of credit extension 
which manufacturers, dependent up- 
on a quick turn-over of capital are 
unable to provide. 

“Survival of initial losses, fatal to 
an individual company, which are 
sometimes incurred before American 
goods gain a foothold. 

“Division of foreign business upon 
an agreed basis adapted to the mu- 
tual interest of all participants from 
the standpoint of sustained labor 
employment, and ability to produce 
at a price to meet foreign compe- 
tition. 

“Since the American wage scale 
is the highest in the world and even 
the inroads of war upon the artisan 
class are unlikely to raise the Euro- 
pean scale to its level, our foreign 
trade labors under an ‘initial dis- 
advantage which can be offset 
only by greater efficiency in manu- 
facture and distribution. The legal 
doubt which retards formation of 
co-operative foreign selling organiza- 





tions is a bar to the achievement of 





the efficiency attained by European 
rivals.” 


Reasons Behind the Webb Bill 


The report, which was adopted by 
the Council, urges that the Senate 
Committee on Interstate Commerce 
advance the Webb bill so that Con- 
gress will not adjourn on March 4 
leaving American exporters still at a 
disadvantage which easily can be 
removed by legislation, and which 
blocks the attainment of the ef- 


ficient methods used by their com- |’ 


petitors. 

The Council does not consider the 
Webb bill a panacea for all export 
ills, but declares that it is a necessary 
step in commercial preparedness. 
The elimination of two House amend- 
ments forbidding export associations 
created under the Webb bill to “trade 
in or market’ within the United 
States, is urged on the ground that 
it would nullify the bill by prevent- 
ing the export associations from 
buying the very goods they would be 
organized to export. Congress is 
urged to equip the bill with every 
possible safeguard against unreas- 
onable restraint of domestic com- 
merce. 

The Federal Trade Commission’s 
report.is declared to establish that 
co-operation would not exercise any 
undesirable effect upon domestic 
prices. 


ELECTED SKINS 
AT $1.75 FT. 


When Is the Top To Be Reached? 


NEW YORK—“If women wore 
their dresses longer shoes might grow 
cheaper,” said a representative of J. & 
J. Slater. “Apparently that is the only 
chance of reducing the price of shoes 
or even keeping it at the present 
level. A week ago we were paying 
$1.25 a square foot for ordinary 
white kid, $1.50 for selected skins. 
Today the ordinary run of skins is 
quoted at $1.35, probably $1.75, for 
selected skins. The prices are going 
up every day. It takes five square 
feet to cut a pair of eight-inch boots. 
Women’s white riding boots, which 
are usually made of calfskin, are 
built to order for about $40 a pair. 
The only thing for the women to do 
if they want their footwear to be 
less expensive is to have their skirts 
so long that they can wear pumps or 
low shoes.” 








ANNOT FIND CARGO 
ROOM SO SELL IN 

NEW YORK 
MARKET 





It is believed that any change in 
our shipping facilities can only be 
for the better, whatever our foreign 
relations, for foreign buyers at pres- 
ent are unable to get cargo space, and 
there is now stored in New York and 
offered for sale in America by the 
European (neutral) owners, 15,000 
dozen glazed kid skins, 6,000 dozen 
finished sheepskins in black and 
colors, and 2,000 oak sole leather 
backs. This more or less isolated 
case, however, can have no effect 
on prices as a whole, while any in- 
crease in shipping facilities will take 
up all the “‘slack”’ in prices, irrespec- 
tive of the heavier domestic demand 
anticipated from March to June, or 
of the possibility of our own govern- 
ment coming into the market for 
leather adapted to military purposes. 


our factories have been bus 





















































































COMING EVENTS 


Feb. 6—Rhode Island Shoe Re- 
tailers’ Association. Mon sh 
meeting, Regal Shoe Store; Provi- — 
dence, 6.30 P.M. Speakers: Presi- 
dent F. E. Ballou, on his Western 
tour; Mr. Denham, leather buyer — 
with Regal Shoe Store. t 

Feb. 6—Maine Retail Shoe Mer- 
chants’ Association. Executive 
Committee Meeting at Lewiston, ~ 
“9 A.M., Annual Meeting and 
luncheon, Hotel North, Augusta, — 
12.30 P.M. % 

Feb. 6—Connecticut Shoe Re- 
tailers’ Association. Annual — 
Meeting and Dinner, Hotel Garde, 
New Haven. All shoe merchants, — 
traveling salesmen and retail sales- 
men welcomed. Notify Sidney ~ 
Stokes, Walk-Over Boot Shop, © 
New Haven. 4 

Feb. 6-7—Texas Retail Shoe Deal- 
ers’ Association. Annual Meet- 
ing and Dinner, Fort Worth. & 

Feb. 10—Philadelphia Shoe Tray-_ 
elers’ Association. Annual meet- 
ing, election of officers and lunch- 
eon. Speakers, C. F. C. Stout, and 
Leon Dalsimer. 

Feb. 10—Rochester Shoe and 
Leather Club. Annual Banquet, | 
Powers Hotel, Rochester, N. Y. 
Charles Winslow Smith, Chairman 
Dinner Committee. ( 

Feb. 19-20 — Pennsylvania Shoe 
Retailers’ Association. Annual 
Meeting, ‘Chamber of Commerce 
Bldg., Philadelphia. All merchants” 
invited from Pennsylvania, New 
Jersey, Maryland, Delaware and 
District of Columbia. Notify’ 
Secretary Carl Schuh, Pittsburgh. 

March 6, 7, 8, 9—Ohio Retail Shoe 
Dealers’ Association. Annual 
Convention and Exposition, Ter-- 
minal Auditorium, Toledo. Joint’ 
convention of shoe merchants 
Ohio, Indiana, Illinois, and Michi-” 


gan. 
March 6, 7, 8, 9—Indiana Retail 
Shoe Dealers’ Association. An- 
nual Convention and Style Show, 
‘Hotel Geygodt. Indianapolis. No- 
tify C. I. Slipher, Indianapolis. 
March 7, 8, 9—Iowa Retail Shoe 
Dealers’ Association and Tray- 
eling Men’s Auxiliary. Annual 
Convention, Des Moines. Notify 
Roy Stevens, Ottumwa, Iowa. ~~ 


TAKING THE JOY 
OUT OF STORIES 
ABOUT SALESMAN 


> 

The newspapers of the country 
have been playing up strongly the 
story of a St. Louis salesman who! 
was quoted as making nearly a half) 
million dollars on immense orde 
taken abroad. This statement from| 
John A. Bush, president of the Brown 
Shoe Co., St. Louis, puts the story 
in its proper light. & 

“In reference to the article! 
in afternoon paper regardi es | 
of our A. S. Biggerstaff, w has 
recently returned from Russia, Mr. 
Biggerstaff took tentative orders 
for shoes. Only a small percentage. 
of this business has been backed 
with actual cash which is all we as a 
company can consider sold. None of 
the shoes have yet been shipped as, 





shoes for domestic use fess will be 
for some time. Our clientele 
customers in the United States must 
first be taken care of. The article 
in the afternoon paper is very inter: 
esting reading, but the ‘figures a 

descriptions are a little too 












like an Arabian Nights tele @aae 
commented on.” Brest 
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NEW YORK’S GROWING 
SHOE INDUSTRY 





NEW YORK CITY—The Federal 
Census of Manufactures, taken at 
five year intervals shows a growth 
in the shoe and leather industry that 


No. of 
Estab- 
lish- 
ments 
227 
197 


Cen- 
sus 
1914 
1909 


Sots and shoes, 
including cut 
tock and find- 


1914 
1909 


92 
97 


ings. 
eather, tanned, 
curried and fin- 
ished 


11,909 
9,668 


4,006 
4,858 


is steady and sure, irrespective of 
war activity, as will be seen in these 
figures prepared for the Merchants 
Association of New York. 
Wage 
Earn- 
ers 
(Aver- 
age) 


Pri- 
mar 
Horse 

Power 
5,367 
3,062 


Cost 
of Ma- 
terials 

(1,000) 
17,579 
11,65e 


Value of 
Products 
(1,000) 
31,559 
21,331 


Wages 
(1,000) 
7,267 
5,181 


8,890 
8,735 


2,635 
3,071 


18,173 


26,051 
17,090 24, 


250 





HAT ABOUT 
THE RUSSIAN 
SKIN SUPPLY? 


The Great Enigma Is “‘Are There 
Immense Stores of Raw- 
Hide and Skins Hidden 
in Russia? 

NEW YORK—To get at informa- 
tion as to the condition of the raw 
supplies markets of Russia is one of 
the most difficult tasks of today. With 
the news that George E. Keith Co. 
has received a stock of 750,000 calf- 
skins and that in probability some 
of this supply has been re-sold to the 
American Hide and Leather Com- 

ny, hope was expressed that the 

ussian markets had been opened. 
The conferences in New York be- 
tween the Buying Commission and 
prominent leather men have to date 
proven fruitless. It is said that the 
shipment sent represented the filling 
of an order placed prior to the open- 
ing of the war. The calfskin market 
fell off the past week from the high 

int of December sales at 80 cents 
to February Ist sales at 64 cents with 
very few in the market even at that 
low figure. 

Leather a Principal Export 

The exports of hides and skins 
have always figured to a large extent 
in the Russian foreign trade. It is 
reported the value of hides exported 
ffrom Russia through the European 
and Black Sea,—Caucasian frontier, 
and including trade with Finland, 
for the year 1913, was as follows, 
which was a normal year before the 
war. 

Dollars 


$5,424,495 


Roubles 

$10,533,000 

eee 6,232,000 3,209,480 

. 35,657,000 18,281,245 

Tanned Hides. . 574,000 290,560 

Total $52,996,000 $27,292,940 

Explanatory note: According to the con- 

tent of mal gold, $1 United States Gold 

equals 1.943,799 Roubles. The Rouble thus 

equals $0.5145673. For convenience how- 

ever, and for general purposes, $0.515 is used 
as a basis. 





Very Little Tanning in Russia 
From the above figures, it will be 
moted that the total amount of 
tanned hides is very small in com- 
parison with the amount of raw hides 
exported. Since the outbreak of the 
war, the exports have constantly 
Ajiminished, it being stated that the 
.tussian Government desires to with- 
hold all leather for her own purposes 
Inasmuch as a quantity of this leath- 
er is not —— for meets pur- 
poses and with prior-to-the-war ex- 
figures in mind, it is thought 

iby some that there may be a con- 





siderable quantity of leather on hand 
in Russia. A question which imme- 
diately arises in this connection, is, 
if this is so, in what condition is it? 
There is lack of facilities and ma- 
chinery for tanning purposes, also 
proper warehouse facilities and pres- 
ervations for keeping the leather. 


GREAT DROP IN EXPORTS TO 
UNITED STATES 
Exports from Russia to the United 


States. Hides and Skins (Except Fur 
Skins), Raw or Uncured.: 


1914 


$6,177,695 
1,105,175 


1915 


$314,360 
138,453 


Calf 
Dry 
Green or pickled 
Cattle 
768,570 
944,609 


192,866 
8,278 


1,133,242 344,497 


1,402,158 575,683 
62,548 —_ 


Dry 1,705,596 144,483 
Green or pickled 73 — 


All other 8,131 


The above figures will give a clear 
idea of the shrinkage in the amount 
of trade with the United States since 
the outbreak of the war. While 
there was one shipment received re- 
cently, it is stated that there will be 
no more shipments until after hos- 
tilities cease. The future can only 
answer this question of where Rus- 
sia stands in raw material volume. 


OUGLAS STORES 
INCREASED 


Million Dollar Issue of Preferred 
Stock Planned 


BROCKTON — Stockholders of 
the W. L. Douglas Shoe Co., will 
meet the morning of Feb. 27 to act 
on the question of increasing the 
preferred stock of the company from 
$1,500,000, as at present fixed by the 
articles of organization, to $2,500,000 
and determining the terms and man- 
ner of disposition of such increased 
stock. 

Ex-Gov. William L. Douglas, 
president of the company, plans to 
utilize the increased capital to sub- 
stantially increase the number of 
W. L. Douglas shoe stores through- 
out the country. 

The financial statement for 1916, 
issued to stockholders at the annual 
meeting Jan. 11, shows the past 
year was a most prosperous one. 
Sales for the year aggregated $10,- 
143,351, as compared with $6,850,349 
the previous year, an increase of 
$3,293,001, or 48 per cent gain. 





CALF SKIN MARKET 
DOINGS 


Even War Scare Doesn’t Raise 
Prices Fa 

BOSTON—The feature of the 
leather market this week, as it was 
last week, is the price of calf leath- 
ers. A drop of 10c. to 15c. in any 
variety of leather is little short of a 
sensation, and this decline has been 
the talk of the street. But not all 
the stories being circulated can be 
run down and verified. While calf 
leathers have been quoted at a very 
considerable reduction from the 
prices of two or three weeks ago, 
exaggerations are numerous and sen- 
sational. For instance, reports of 
“sales around 45c. of leather pre- 
viously held at 75c.,’’ when run down 
were found to be based on sales of 
India skins, which few manufac- 
turers could use, and which were 
sold for full value at 45c. Good 


quality skins, black or colored, are |’ 


selling around 60 to 70c. which a 
few weeks ago were held at 75 to 80c. 


Sole Leather Market Firm— 
Latest Views of Bull and 
Bear Movements 


The foreign business, present and 
ee ay ape is holding sole leather 
irmly, in spite of the comparatively 
dull condition of the domestic mar- 
ket. Tanners talk bullish, and ad- 
vise shoe manufacturers to purchase 
now, predicting higher prices im- 
mediately in the event of general 
buying. The movement here is 
soem | in deliveries on contracts, 
though there is a steady, compara- 
tively small, constant demand from 
home manufacturers, sole cutters, 
while the foreign call is halted only 
because of the difficulty in securing 
room on outgoing steamers. There 
is no doubt that the increasing use 
of fibre and rubber in place of sole 
leather serves a good purpose in 
holding the latter within reasonable 
bounds—and present prices are rea- 
sonable when supply and demand are 
considered. 

Hemlock sole is being called for 
by shoe manufacturers and foreign 
buyers. Prices are firm. No. 1 dry 
hide hemlock is quoted at 57c.; 
good damaged, 55 to 56c.; poor dam- 
aged, 53c.; hemlock slaughter, 56 
to 60c. Union sole has been given 
more inquiry, and sole cutters are 
buying. Best light and middle 
weights are held at 85c., with heavy 
80 to 82c. Oak leather is in some- 
what scanty supply, and prices held 
firmly, best bends selling at 95c. and 
best Louke 86 to 87c. Belting butts 
show better sales, with medium and 
heavy selling at 86 to 87c. and best 
lights 90 to 92c. Quotations for 
offal remain as last week, with de- 
mand sufficient to keep stocks well 
cleaned up. 


The Hide Market—‘“‘Take ‘Off’’ 
at Lowest Point 


The hide market is as quiet as at 
last report. Naturally, the take off 
is at about the lowest, in point of 
om, and with a falling market 
there is always a hesitation, and if 
purchasing is not imperative, post- 
ponement is natural. Both Eastern 
and Western markets report a week 
inactivity, but opinions are general 
that a change is due to arrive at 
any time. New England abattoir 
hides are held around 25c., but there 
are no transactions on which to base 
actual prices. No. 1 Ohio Buffs are 
held at 23 to 24c. and extremes 26%c. 
to 27%4c. Southerns are quotable at 
23 to 27c. according to source of 
shipment. 





FEBRUARY 3, 1917, 


EATURES 
THIS WEEK 
EDITORIALS OF THE 
 't ee ee 





29 





Apparent Disregard 
for the Rights of 
Shoe Merchants 


SMARTNESS 
FOOTWEAR 
Advance Style Fea- 
tures Examined 
SOLDIERS’ FEET O.K. 
We Are Prepared 
STOCKKEEPING SYS- 


TEM FROM OVER- 
WR iis et. 


WINDOW DISPLAYS 
AND CARDS .. 
Selling Helps 
tured Weekly 
TRAVELING SHOE 
SALESMAN 4 
His Doings Recorded 
DOWN THE MISSIS- 


SIPPI Pee ee 
How Other Mer- 


chants Boost Busi- 
ness 
RETAIL ADVERTIS- 
ING HELPS... _.. 
And a Distinctive Cut 
Service 
THE RUBBER REALM 
IN CENTRES OF SHOE 
MANUFACTURE . 
Topics in the Markets 


CHANGES IN _ BUSI- 
eee se 


WANT ADS AND OP, 
PORTUNITIES _. 


BUYERS’ EASY REF- 
ERENCE PAGES 
© 11-13-15 


INDEX TO ADVER- 
TISEMENTS . 


IN 


Fea- 








42 


59 


63 


73 


74 


SCRSSSREKSSSSSEESESESEEEEEHEEEEREREEEREREESRE SEER SEES EERE Eee eee eeeeeeEe se ’ 


The Chicago packer hide market 
remains quiet. me of the packers 
who own tanneries are said to have 
recently reduced present stock of 
hides by 150,000 to 200,000 hides, 
with the hope that these, taken out 
of the market, may enable packers 
to hold to present quotations. They 
are holding, but not selling. Prac- 
tically no large sales have been made 
this week. For native steers 32c. is 
asked, and for heavy cows, 3lc. No 
sales are reported at these figures. 
Texas heavies are quoted at 31 to 
32c. and lights and extremes 30%c. 
to 3lc. The Chicago calfskin market 
remains quiet, with city skins quoted 
at 40c., outside cities 38c., and coun- 
tries 31 to 34c. Sales are reported 
at all these figures. The New York 
calfskin market is too dull to give 
reliable quotations. Prices are nom- 
inally $4.00, $4.50 and $5.00, but 
no sales have been made at these- 
figures. 

Foreign dry hides are held too high 
for domestic tanners, and export 
call has subsided. No. 1 B. A. hides 
are strong at 49c. and kips sold at 
56c. Cordobas, 47 to 49c. Wet 
salted are firm, with but little trading 
on which to base quotations. Some 
small lots of frigorificos are reported 
as having sold at 40,%c. for steers, 
and 39%c. for cows. Saladeros quoted. 
at 364c. for steers and 36c. for: 
cows. Mataderos 29 to 30c: ‘ 
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Suggestions for 
Lesson No. 8, Recorder 


During the next six weeks merchants 
should make an extra effort to clean 
up before the new Spring goods 
arrive. 

Make a thorough overhauling— 
weed out the “‘old bugs” and “‘bats”’ 
that have lain idle and forgotten 
during the past year—dead and 
broken lines; one pair of six pair 

lots; misfits; pairs you may 

have taken back in order 

to save a good customer; 

lines that did not sell as you 

thought they would, patent 
leathers that have cracked; christmas slippers; 
freaks that you bought for window trim; alligator 
slippers; calf slippers tanned with the hair on; 
broken lines of novelties; colored. and two-toned 
combinations; soiled white footwear and many 
others. 

Dig down in the stock room, possibly there are 
lines you have forgotten in the intoxication of rapid 
selling the past year; set the boys to work cleaning 
them up and make them ready for the light of day 
on the shelves. 

Pull out the odd pairs of rubbers; February will 
bring some demand for them. 

Overhaul the infants’ soft soles that may have been 
sidetracked, soiled and covered with dust, in fact, 
miss nothing in the overhauling process. 


The Real Clearance Sale 


You may have bunches of uncalled for repairing 
such as patches, half soles, rips, toe caps, back stays, 
lengthened shoes, rubber heels, new button pieces, 
any of which may be stowed away. on which there is 
a loss; you have paid the repair man long ago for his 
work and have never realized on them; get the dead 
stuff into money. 

Be a spark plug and start something the next six 
weeks! 

At the outset announce to the trade in general 
through the medium of your local paper that you are 
going to have a reduction sale, not ‘“‘a mark down,” 
or if you have a large number of book accounts pre- 
pare a neat notice and mail the information to the 
book accounts on something of the following lines of 
reasoning,—‘‘despite the high cost of leather we in- 
tend to give our customers an opportunity, during 
the next six weeks, to take advantage of our reduction 
in prices,” etc. Fill in the date of your opening and 
mail. 
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Cleaning Out Old Stock 


School of Retail Shoe Salesmanship 


How to Arrange Your Stock for Quick Selling 

Take in all lines on which sizes are broken, say 
from 4 to 5} leaving only the 23, 3, and 34—6, 63, 
7, 74, and 8 and size them all together regardless of 
the kinds, button or lace as the case may be, place 
them in the most accessible place in the store and go 
to them while they last. 

If necessary, take the clean, regular lines and put 
them in the basement; reduce only the broken lines 
or lines which you thought would sell when you bought 
them but did not. : 

The same arrangement will apply to children’s and 
men’s lines. We have talked a good deal in these 
lessons about memorizing your stock and knowing 
feet and the salesman who best knows his stock and 
recognizes the different types of feet will never mis- 
cue when going to these broken lines for the reason 
he is pretty sure the size he pulls will fit the foot he 
has in hand before showing the shoe. 

Do not run your novelties more than one season 
no matter how well they may have sold; clean them 
out in your sale and get ready for the next season’s 
run on what may be current. 

Trade is fickle and will quickly label you as out of 
date if you show in the Spring of 1917 what you sold 
during 1916. Clean out, the first loss is the best— 
take it. 

The loss will not be great this year as the reduced 
prices you will be able to get will approximately equal 
the regular prices. 

There never was a better time to make money on a 
clean-up than during the six weeks preceding the 
Spring business for 1917. 

Don’t let your anxiety to sell tempt you to sell 
what does not fit—‘“‘shoes sold right” should be your 
slogan. 


Custom Shoemaking Increasing 


Particular People Want Special Work and Pay the Price 


In the custom shoe department of Marshall Field & Co., 
Chicago, the shoes are made entirely by hand. One man makes 
a shoe from the last to the finished model. An effort is made to 
put the very best material into every shoe rather than to make 
them as cheaply as possible. 

It was noted that black shoes were being made to sell at 
$20.00 and $25.00, tan and gray for $30.00 and combinations for 
$35.00. 

These combinations were opera shoes with vamps of brocaded 
satin and uppers of ,old cloth. They are entirely hand made 
and are lined with a flowered silk taffeta which costs $8.00 
per yard. 

Very few shoes are made for stock in this department as 

‘most of them are made to fill orders. Many of them are shoes 
for cripples and they do all kinds of difficult and expert work 
in this line. 

































‘An ounce of prevention is worth a pound of cure.”’ 
If you start right in now using ‘‘Recorder’’? cuts you 
will avoid falling into the ruts that impede the wheels of 
business. Oil up the axle a little and see how smoothly 


you'll roll on and pass the other fellow who is probably 
‘““mired”’ through the inefficiency of his advertising. 
The distinctive business-bringing cuts that apply to shoe ; 


advertising for women, men and children, and which 
appear on these pages weekly will assist very materially 
in keeping your business wheels out of the rut. 





























Editorial 


For Your Store 





Energy which quickens the spirit and 
urges us on to do and dare is the source 
from which accomplishment springs—the 
source of fulfillment of the task today 


and of all the tomorrows to come. 


This store of true Shoe Service has no 


dreamers. It pulsates with life and 
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energy. When one task is complete 


another is brought forward by the co- 


workers here, each one of whom bends The New Vogue in Women’s Shoes 


to the problem seriously and with en- 


expectant air of doing. And thus stocks 


are kept in tune with the times and the shoes of awning stripe 


season. Eagerness to please, newness 


flowers of early Spring. Energy never 


slackens here—this is a store of action 





where something is going on with energy 





: ; : : The early season reveals a wonderful variety of style ideas in these late 
thusiasm. Every day is rare with the arrival’s of women’s shoes from the pon eo best sahero—-the display is 
bewildering. And all the styles are authentic! } 

Black leathers with toppings of attractive and durable novelty cloths. Sport 
abrics. Suede cloths for dressy street boots. ard 
— fabrics for service boots and rich brocade silks in footwear for full dress. 

‘ 5 . 9 : 
and novelty appear in the stocks like the ae ie jected: Foon a ee ae, 
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all the time. 

















still.” 





























idea. 











them are the shoes you'll like! 


Seeeeeeeeeeeeeeeeeeeeeee 
Store Name Here 








The Shoes 
Men Like 


“A man convinced against 
his will is of the same opinion 


The shoes a man wants to 
buy are the shoes that we 
because we're 
satisfying him as well as our- 
selves—we try to meet his 
because 
No. 209, 25e. we're particular to please men 

with style, fit and price, that 
we hold fast to the trade of particular men. 

For outdoor and indoor wear our early Season footwear at 
$5, $6, and $7 a pair will please by their great variety. 


want to 


Among 
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Be Sure to REMIT WITH ORDER to Avoid Delay 





No. 210, 25e. 
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The shoe store that continues to advertise along the 


“lines of least resistance’? is traveling a rocky road in 

* which the ruts are broad and deep and sooner or later 
the business wheels will fall into them. It is easy to 

use cheap and commonplace cuts because they are not 

hard to find but the ‘“‘Recorder”’ has made it just as easy 

e to secure original, forceful, business-bringing cuts at 


the extraordinarily low price of 25 cents each—cuts that 
will keep your business wheels out of the rut. 
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No. 212, 25c. 











No. 213, 25e. 


Service! — harbingers of early 


Spring, ‘‘pussy willows,”’ will 
be no more welcome to the wom- 
an who seeks relief from monot- 


OYS’ shoes with long life 


in them despite the test of It is not enough that a man 
hard wear and tear that al! real gets good looks and_ good 


boys will subject them to. Shoes 
that hold trade by holding the 
parents’ confidence in quality. 
Shoe sense for the growing foot. 


Play and dress shoes—new for 
the new season. Uppers won't 
rip, soles won’t pull off, insole 
won't break. Better yet, for true 


style in his shoes—surface indi- 
cations often deceive and de- 
fraud. He doesn’t receive value 
received. 

The good looks of our Men’s 
Shoes for dress and street wear 
reflect the good service that the 
good quality and good workman- 
ship stand for. ‘‘Service,’’ as 
this store knows it in Men’s 
Shoes, means Quality and Style 


ony, than these early season 
novelties in boots. Around them 
clings the charm of newness in 
quiet elegance which, however, 
is never carried to the extreme. 
Correct in vogue, substantial 
in construction, pleasing in looks. 
Slim and shapely foreparts. Al- 


economy, are the prices of $3 and 











at fair prices—and “fair”? means 


together smart, true and au- 

















$4 a pair. here, $5 and $6 a pair. thoritative at $7.00 and $8.50 
sSeeeeeeeeaacaae a pair. Seeeseeceeeeeene 
Store Name Here Store Name Here Store Name Here 
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Advertising and Salesmanship 


Advertising is but another form of Salesmanship. By its use, 
we try to create a desire with the printed word instead of the 
spoken word. As we cannot be present in person to answer 
our customer’s arguments, copy to be effective must be concise 
and to the point. It must be laid out in an attractive manner 
and must be worded to hold the reader’s attention. It must 
be full of enthusiasm about the merchandise it is trying to sell; 
and last, but not least, it must be backed by the merchandise 
itself and the confidence and good-will of the prospective cus- 
tomer towards the advertiser. 


Advertising of this character is a most essential aid 
to modern retail selling, because it creates a desire for 
merchandise the customer may have never seen, and when 
she crosses the threshold of your store, selling her has been 
very much simplified because she already has the desire 
for possession. 

Thus the advertising department and the selling force are 
very closely linked together. They are inter-aependent, and it 
is highly important that you should know not only what mer- 
chandise is advertised but also what are its strongest selling 
points. Sometimes your best selling argument is style, again 


it may be quality, again it may be a footwear of unusual useful- 
ness and again it may be that the price is much below what 
similar footwear can be procured for elsewhere. Whatever the 
best selling arguments may be, a close analysis of your cus- 
tomer’s needs, coupled with a knowledge of the advertising talk 
that has brought her to your store, will help you to present 
your footwear in the most attractive manner. 
Again Advertising may be considered as an invitation 
to the public to visit your store and inspect its offering. 
This is particularly true of the higher grades of footwear, 
and here comes the real test of your salesmanship. Such 
customers are usually exacting. They have money to 
spend, leisure to shop and demand the most resourceful 
kind of treatment, and here every bit of knowledge of 
your merchandise can be used to the best advantage. 
Remember when a customer has accepted your store’s invita- 
tion to call, she has paid a high compliment by accepting. For 
the time being she is your guest and is entitled to all a guest’s 
courtesies and privileges. Never forget that you are the Host. 
Let nothing ruffle your temper. Even the largest cake of ice 
don’t last long in the July sun. 


Accounts Cannot Be Opened for These Nominal Amounts 
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Our New Line ts Sree 
Creating a Furore ino" 
"OswTOES” 


Oltin Gras lehus Department 1S producing 


an almost endless number of crisp, distinct 


novelty styles tor 1917 —styles which discriminating 


customers can find no fault with whatsoever. We have foreseen the style 
demands and are producing novelties of extraordinary beauty and attractiveness 
compelling styles that must prove quick sellers wherever displayed. Our 1917 line 
marks the greatest advance in fine felt footwear since its inception. The elegant 
“Cosy Toes’ models give you an extremely wide latitude for selection 


We manufacture every size and style—felt shoes and slippers for children, misses, men and wome 


The unique position which we maintain as originators and producers of striking styles is a matter 
pride to us, and we are determined to make this position even-more pronounced during the con 


While built to meet gua/ity and not price competition, the cost of STANDARD Felt *«CosyToes’’ 
I 


r\ 


consistently low as to meet the requirements of every dealer in the country 


Don’t fail io see this remarkable line. It will amaze you—it will impress you 
as no other line has ever done. Our salesmen are now on the road showing the 


STANDARD line. Write or wire us to have one call. 


STANDARD On ay COMPA ANY 


neral Offices and Factorie WEST ALHAMBRA, CALIFORNIA New 1 
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Down the Mississippi 
What Merchants Are Doing in Central Territory 


HE Grand Leader, St. Louis, Mo., 
had an unusual setting, which served 
to at once attract attention to their 
ladies’ shoes. In the background 
were the walls of an Eastern court- 
yard, with pillars at either end hav- 

: ing Assyrian figures in bas relief. 
The window was floored with squares of white and 

yellow felt and in the center was a square of green 
velour on which was laid a sheaf of big yellow chrysan- 
themums. A bamboo table, enameled in black and 
gold held women’s bedroom slippers in flexible leather 
of rose, heliotrope, blue and grey, with leather cases 
to match. Little gold and black stands were draped 
with tanned calfskin and held ladies’ boots of black 
and bronze, while on the floor in front were white 
skating shoes with shining runners attached. 


Selling Leather Goods 


The Swope Shoe Co., St. Louis, adopted a plan that 
could be profitably followed by many merchants, 
particularly in the smaller towns, where it is difficult 
to secure first-class leather goods. The merchant 
could lay in a supply of his own choosing, or secure the 
agency for some large leather firm, and if he adver- 
tised attractively as did the Swope Co., could ma- 
terially increase his business by this means. They 
gave over one window entirely to this side line, show- 
ing work baskets, card cases, scissor cases, collar 
boxes, bill folds, pocket books; as well as beaded 
Indian moccasins. 


Unique Display in St. Louis 


Famous-Barrs, St. Louis, evolved some curious 
lighting effects and thereby drew instant attention 
to their display. At either side of the background 
were broad white panels, three feet wide, of glazed 
cardboard, extending from floor to ceiling. In each 
of these was cut a huge arrow, point downward, eight 
feet in length, and body of the arrow at least three 
inches wide. About six inches behind the panels were 
other panels covered with green, so that the cut out 
portion stood out boldly as a green arrow. On the 
floor, between the two panels was an electric light 
with red bulb, which bathed the tip of the arrow in a 
rosy glow; while at the top was one with yellow bulb, 
so that the head of the arrow appeared in a halo of 
gold. The general effect of the arrangement was 
that of a long green arrow with yellow head and 
bright red tip on the white background. Fastened to 
the wall between the panels was a large cluster of 
white leaves and flowers, tied with big bows and 
streamers of cherry ribbon. A number of little stands 
were scattered about, each covered with a leather 


throw of different color, blue, green, bronze and grey, 
and on these were shown bedroom slippers of all 
kinds for men and women; while on the floor were 
worsted slippers for children, and matting bath 
slippers. 
Snow Display in Memphis 

The Sharron Shoe Co., Memphis, Tenn., showed a 
window completely covered with cotton wadding 
thickly sprinkled with diamond dust to simulate 
show. Mirrors were inserted in the background, and 
hung with red ribbons. Here were shown all sorts of 
outdoor or sport shoes—soft leather moccasins, spiked 
shoes for climbing, and high laced hunting boots. 
Another window was floored with wadding, and had 
several bracket shelves covered with the wadding in 
irregular shapes to represent icicles. The floor of this 
window was strewn with pine needles and cones, and 
bright holly berries, and scattered amongst them 
were dainty ballroom pumps of cloth of gold, cloth 
of silver, white satin, bronze embroidered in gold 
thread, and patent leather adorned with rhinestone 
buckles, while thrown carelessly over each piece of 
footgear were openwork silk hose of the same or 
contrasting color. 


Tickets and Shoes 


Lutz & Son, Memphis, Tenn., had the background 
pretty well massed with men’s shoes, suspended from 
the ceiling by tapes of different length, each pair 
having attached.to it a little card stating the price. 
In front of these shoes, suspended from the ceiling 
was a stout swing, with board, and on this sat a life- 
size yellow dog, with one eye blackened, one ear up 
and the other down, and a rope about his neck, 
fastened to the side of the swing. A card above his 
head announced: “Come in—I’m tied.” The floor 
was covered with white cloth, blocked off into squares 
by red ribbons, and in each of these squares was set 
a man’s black or tan shoe, the heels raised on a can 
of blacking. 


Freak Shoes in Pokorny’s Windows 


One of the most striking and artistic windows seen 
in many a day was displayed recently by M. Pokorny 
& Sons, New Orleans, La. The window was floored 
with billows of sky blue silk and bordered with billows 
of crimson velvet. The background consisted of blue 
panels set in walnut frames, on these panels being 
laid great sprays of red velvet leaves. On a dais in 
the center, draped with red velvet was a three-foot 
bronze figure, having a vine wreathed arch above her 
head studded with blue electric bulbs. Grouped 
around the base of the statuette were shoes of cocoa 
brown. Displayed between bronze book ends showing 









BOOT AND SHOE RECORDER 











Attracts Business 
Like a Magnet 


| Never have you had anything in your shoe stock that would 
give your store the individuality, the publicity, or the big 
profitable business that the Dry-Sox Shoe will. 

The Dry-Sox is the biggest shoe specialty ever offered for sale, and 
because of its handsome appearance, high grade quality and unusual 
construction, it immediately attracts attention and creates profit- 
able and satisfied trade. 










DRY-SOX SHOES 


The Dry-Sox Line offers you a most un- 
usual opportunity for increased business 
and profits. 

This line not only has strong, distinctive 
selling features, but we place in your pos- 
session the advertising and selling helps 
that market the shoes for you quickly and 
profitably. 


Just sign the attached 
coupon and send it in now. 

















Solid Oak Tanned Counter 







% Bellows Tongue 








Solid Cak Tanned Insole 








F. Mayer Boot & Shoe Company 


MILWAUKEE, WISCONSIN 





























} Sotsa Oak 
Full Leather — 
amp >, ’ Heel 


F. MAYER BOOT & SHOE CO. 
Milwaukee, Wis. 



























Gentlemen: eeiseciienanas 
Send me your Dry-Sox Catalog and Selling Steel Shank 
Best Quality 
Plans. Upper Leather 

es Be ae ga te ads dea de ae ~~ mr 

Inside Cork Filling 

Animal Parchment (Pigs Bladder) 
HERDS, Saree meget, oye Saree Mra Rhee Tee 

Solid Oak Tanned Outer Sole 








Rubber Welt Sewed in with Leather Welt, makes 
the shoe as waterproof as it is possible to get it. 
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the sphynx was a card: “Royal Purple—the Color 
that has graced Thrones.” Just back of them was a 
low stand hung with a purple hide, and on it were 
displayed several pair of shoes of purple tinge. Two 
oddities were shown—one a pair of oxfords of black 
with big white polka dots resembling the skin of a 
snake, and another pair of oxfords entirely gilded— 
the latter having a background of crimson velvet. 


A Clever Window Stunt 


Head of Girl Tells Bent of Shoes and Automaton 
Arrests Attention 


To attain publicity one must get out of the rut. 
Human nature is ever in search of novelty, and the 
dealer who can evolve something new is always sure 
of a large audience, and if this novelty is linked up 
with his business (which it always should be) he is 
sure to largely increase his sales thereby. 

Not only a novelty, but a double novelty, was 
recently arranged by Crutcher & Starks, Louisville, 
Ky., in the publicity campaign inaugurated by their 
advertising manager, Mr. Callhan. 

Simultaneously with their window displays there 
appeared in the local papers the catchy ad: 


HAS SHE A BODY? 
IS HE HUMAN? 


Two questions that thousands of Louisville 
people are asking, and only a very few can 
answer—but won’t. Come today and see if 
you can figure it out. The marvelous man 
(?) with the fixed features will be in our 
Fourth Street window all day and “Miss 
Hanan” the mysterious head will be in the 
window from 12 to 1 o’clock, and in our 
Women’s Shoe Department from 3 to 4 
o'clock. This beautiful head will tell you 
many worth while things about our shoes, 
and answer any inquiries you wish to make. 
Watch closely the man (?) in the window, and 
you will see all the latest styles in footwear. 
Everybody welcome. 


CRUTCHER & STARKS 


The “Mysterious Miss Hanan” was a living, 
breathing head of a young and very attractive woman, 
which rested on top of a cabinet. The doors of this 
cabinet were open, and the rear walls could be plainly 
seen—so that apparently this head possessed no body. 
Of course it was an illusion produced by a series of 
carefully arranged mirrors, but the effect was striking 
in the extreme. Crowds blocked the window to such 
an extent that a traffic policeman had to be stationed 
there to keep them moving. An alert moving picture 
operator was alive to the opportunity, and took a 
picture of the scene to be used in the local moving 
picture theatres, which of course added much to the 
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publicity of the advertisement. This window display 
was staged from noon until one o’clock, so as to catch 
all the business men and women during their lunch 
hour. From 3 to 4, ““Miss Hanan” held forth in the 
women’s shoe department, discoursing on shoes in 
general, and the merits of the C. & S. line in particu- 
lar. She would indicate with her eyes, or a turn ofthe 
head, some particular specimen of footwear, and the 
manager of’ the department would get it down and 
pass it around for inspection, while she told of its 
merits. She also answered any inquiries made by 
spectators. The department was thronged with 
women, and many purchases resulted through the 
effective eloquence of ‘Miss Hanan.” 

She was closely rivalled in the attention she at- 
tracted, however, by a man in another of their show 
windows. His face was painted to represent a wax 
model, and he moved automatically, as though by 
machinery. The marvelous control he had over his 
features and muscles of his body caused much doubt 
as to whether it was a man or an image. He was on 
view for fifteen minutes at a time, when the curtains 
were drawn and he was given a brief resting spell. 
Each time he appeared he wore a different style of 
shoe, and a card in the window called attention: 


WATCH THE FEET OF THE AUTOMATON 


All the latest styles. of footwear features. 

Complete display of shoes, boots, pumps and 

slippers worn by the best dressed men of 
Louisville. 


The two figures created a decided sensation, and it 
is safe to say that C. & S. name and lines became 
known in every home in Louisville and vicinity. 


Wiatietionis to Help Sales 


There is in “The Recorder’ each week a most 
helpful service to the retail shoe stores of the country 
and the value of it is well expressed in the following: 


Enclosed check for $3.00 and kindly send me the following nine cuts. I wish 
to compliment ‘‘The Recorder” on its valuable cut service. In the advertise- 
ment which we used last Friday in the Jersey Journal we were able to trace 


over $600 worth of new business directly from the advertisement. Shoes 
advertised were not displayed in the windows and not shown up until a cus- 
tomer expressed a desire to see them. Certainly this speaks well for the good 
work you are doing for shoe merchants. 

Sterling Shoe Shop, Newark.” 


We have found this to be true—that busy shoe 
merchants eagerly read the advertising and selling 
pages in “The Recorder” and often prepare their 
publicity by simply clipping an ad suggestion and 
turning it over to the newspapers. This is just what 
they are at liberty to do, and they can modify and 
enlarge on the idea and treat the service as if our staff 
of advertising writers were in their employ. We like 
that idea as expressed by a Western merchant, that 
he considered ‘“‘The Recorder’ as a partner which 
weekly made a call and gave. him suggestions and 
ideas and helps for the better conduct of his own 
business. 
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is Q HERE’S OUR OFFER! 


Uwe” To show our faith in the quality of this brand of shoes, even 

after they are discarded by the wearer, we will allow you to 
rebate to your customer 50 cents a pair when they return their discarded 
TRUWEAR SHOES to you in exchange for a new pair. You then return 
these old shoes direct to us, by freight, in lots of not less than 12 pairs, and 
we will send you a check at the rate of 50 cents a pair for all goods received. 
We will pay freight on lots of over 12 pairs. If less than 12 pairs are sent, 
they will be accepted and paid for if sent by parcel post. 


HERE ARE THE SPECIFICATIONS FOR THIS NEW 
LINE OF TRUWEAR SHOES 


OUTER SOLE—Best 10 Iron Government Standard Sole Leather, or the 
famous Textan Soles, manufactured by the Goodrich Rubber Company. 
UPPERS—Of Small Chrome Tanned Skins, selected for wear. 


LINING—Famous “Red\wew . The lining isa most important part of the 


shoe, and this famous brand is better in its tests than that used in the United 
States Army Shoes. 


COUNTERS—Spaulding’s Fibre—guaranteed to give satisfaction during 
the life of the shoe. 

INNERSOLES—AIl Leather. 

BOX TOES—Beckwith’s Vulco Unit—guaranteed to hold their shape. 


em)» ‘NN 50 


ruWeat’ 
S ipsa amy retail dealers Twine 


All shoes made of this brand will have the quality maintained N 


AA 





at all times. If the cost increases, the selling price will be A 
advanced; if the cost decreases, the selling price will be re- UWE p 
duced. We will not reduce the quality, which will at all times ——— 
be standard. WEAR is the first consideration in selecting 
materials entering into the construction of this Truwear brand of shoes. 
Our Truwear trademark is a Chinese symbol for “‘long life,” and a fitting 
a emark for this line of shoes, which we are backing with this phenomenal 
offer 

WHAT THIS PLAN WILL DO FOR YOU 


You can hold your trade in closer grip than ever before, because each customer 
will be eager to buy a new pair if he knows he can get 50 cents for his dis- — 
carded ones. This offer will give you something of interest to talk about 
to your customers—it will bring return business to you, for one pair will 
sell another. 

Each pair will be tagged, and the carton cover labeled in such a manner that 
this plan will be easily understood by your customer. It is new and original, 
and you can use it as an advertising feature in many ways. The shoes cost 
you no more than if sold without our plan of rebate. As for the quality of 
the shoes, you can judge by the specifications which we have given you on 
the page opposite. 

These shoes are made in popular styles, and will be shown by the leading job- 
bers the coming season. 

If there is anything not clear about this offer, write us. 


FARMINGTON SHOE MEG. CO. 
DOVER, N. H. Boston Office, 207 Essex St. 
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CHAMPION SHOE REPAIR MACHINERY 
OVER $100,000,000 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There is a reason for it. 


CHAMPION Line of Machines consists 
of Straight Needle and Awl, and Curved 
Needle and Awl Stitchers—Repair Out- 
fits and Nailing Machines. 


Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 


Standard Straight Needle Stitcher Ideal Curved Needle and Aw] Stitcher 
CHAMPION SHOE MACHINERY CO., Write us for Catalog and Prices 


Please give me particulars 
CHAMPION SHOE MACHINERY CO. 


3723 to 3741 Forest Park Blvd. 
Boot and Shoe Recorder ST. LOUIS, MO. 
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The New Style Arctic Buckle “SURE-LOCK” operates just exactly the opposite from 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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EDISON MAZDA LAMPS | 
Crowd Magnets ) 


Do your windows really pull? Are a crowd magnets 


for your store or just windows—windows the crowd gets by? 


Do you spend good money for rent, purchase appropriate 
background material and build elaborate display forms 
with the idea of letting the crowd get by? 

But that’s exactly what happens—the crowd gets by— 
if that window display of yours isn’t properly lighted. | 

Winter days are dark 2 dark to trust to the 
sun. And your evening showing counts for more in ) 
winter than at any other time in the year. 

Go to your Central Station or nearest MAZDA dealer 
and get the lamps you need to produce crowd-magnetic 
effects. The greatest crowd producer of them all is the 
new EDISON MAZDA C, in 75 to 1000 Watt sizes—the 
lamp with sun-rivaling color values. 

| | 


EDISON LAMP WORKS | 


Of General Electric Company, Harrison, N. J. 
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Are Your Customers Wearing Frayed Ends? 


Do They Enjoy Twisting and Pushing a Piece of Fuzzy 
String Through Small Eyelets? 


You can easily gain their good will and future orders by selling them 


e best shoe lace made. tem ocue 


99 “NO METAL TIP”’’ 
“HUBTIP 
EVERY PAIR PACKED IN AN ATTRACTIVE SINGLE PAIR CARTON. 72 CARTONS 


“WOVEN TIP’’ 
IN A HANDSOME COLORED CABINET WITH COUNTER DISPLAY EASEL. 


ae 
Boa ( 
| ago | 
US. = 


a —— 








“T HERE ix no “HUBTIP” 
} remain oe a permanent biack 
Made of fast color raid, wi 


Shoe Laces, consequently, they 
Never Sli ip. 
as lone as ordinary laces. 


*“*“HUBTIPS’’ ian Look k New, Are Fast Color 


GUARANTEED TO 
NEVER PULL OFF NEVER FRAY OUT NEVER WEAR TINNY 


Made in 27, 30, 36, 40, 45, 54, 63, 72 inch lengths. Put up also in cabinets of assorted lengths. 
Colors, Black or Russet. Send us your order now for trial cabinet. 


Frank W. Whitcher Co. “=s Boston, Mass., and Chicago, IIl. 


The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes ia 


yetal in the tips of 








Norwich 
Fixtures 
Sell More Shoes 


ENGLAND SCOTLAND IRELAND 


The use of Nor- 
wich Fixtures, not. only 
enables you to make bet- 
ter displays, but the high 


reputation they bear insures per- 
fect. satisfaction and full value for 
every dollar expended. Send for 
our catalog. 


The Norwich Nickel & Brass Co. 


NORWICH, CONN. 


SALESROOMS BOSTON 


NEW YORK 
26 Kingston St. 


712 Broadway 








AUSTRALIA NEW ZEALAND 
SOUTH AFRICA 


BRITISH WEST INDIES 


INDIA 


CEYLON BURMAB 
STRAITS SETTLEMENTS, etc., ete. 


3 American choo manfesturers desiring fercign trade will receive valushie 


information by reading this weekly paper 
10 cents a copy $3.00 a year 


Advertising, Subscriptions and Samples, Address 


: Franklin P. Shumway Co. 


453 Washington Street, Boston 


Ameriean Representatives for all 
Foreign Shoe Trade Papers 
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LEVOR BUCFTO 


Made of Cabretta skins finished on 
the flesh side. Chrome tanned. ... 


The most attractive topping stock for 
high class shoes . BR 
ii desirable fashionable shades, Ideal in appearance, 


CFs FLAY OC) Sr CO) PAN eRe 
Manufacturers, GLOVERSVILLE.N.U. 


NEW YORK, 88-90 GOLD STREET. 
Johns 771, Stephens Fatton Leather Co St louis. The CG. levor Comp. anu) Boston. 
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YOU WOULD NOT , SHOE AND LAST 


THROW THE 
aaaene ae = SAMPLE CASES 


Agents Wanted 


Then why throw away 

the waste paper that 

accumulates about the store, which to- 

day, with high prices prevailing for 

waste of this kind, could be easily converted into added revenue? sea 


Modern Leader All Steel Baler 


and obtain the money now being lost through waste of waste. 
Read, sign and return coupon and let us tell you all a Modern Leader 
All Steel Baler can do for you. 


PETROLEUM IRON WORKS COMPANY 
OF OHIO 


702 Frick Building - - - Pittsburg, Pa. 


SIGN AND RETURN THIS COUPON, N-O-W 


The Petroleum Iron Works Co. of Ohio, oo . 
sill The Globe-Wernicke Co. 
BALER and complete information about how’ to turn per 91-93 Federal Street, Boston 


DESKS, CHAIRS and FILING CABINETS 


PETITE ed 
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| Hotel Imperial 


Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block from 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 

HEADQUARTERS FOR THE SHOE 

TRADE 


600 rooms single or en suite 
Single Rooms’ $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 
An innovation in one of Broadway’s 
Leading Hotels. 
Write for booklet giving rates and full 
particulars 
J. OTTO STACK, President 
WILLARD D. ROCKEFELLER, Manager 


7. SAOF « LEATHERN 


(& ALLIED TRADES 


NEWS 


The BEST and BRIGHTEST Shoe 
and Leather Trade Paper in Europe : 


Circulates amongst the biggest buyers of 


Shoes, Leather, Machinery, Find- 

ings, and all accessories in Shoe, : 

Leather and Tanning Materials 
The effective staff is composed of prac- 


tical men of large experience and will 
give advice on business propositions. 


The EDITOR of the “RECORDER” 
will tell you all about us 





EDITORIAL AND BUSINESS OFFICE 
4 and 5 South Place, London, E. C. 


ELE iii iii rite 





COPIES WEEKLY POST FREE TO U.S.A. 
2% Dollars per annum Prepaid 








SUURRGGRGEROEE 








on 
on 


Feb. 3, 1917 “THE GREAT NATIONAL SHOE WEEKLY” 


Hotel la Salle, 


Chicago’s Finest Hotel 











A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts - in the 
finer points of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 
shoes in 6 feet of sample space. 


‘\S The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 












RATES 


One Person Per Day 


Room with detached bath, $2.00, $2.59 and_$3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room $5.00 to $8.00 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 








Two persons : ‘ . $5.00 to $8.00 
Three persons ‘ ‘ . 6.00 to 9.00 
Four persons , : . 7.00 to 12.00 


1026 rooms—834 with private bath 


Nortel [a Salle. 


Chicago’s Finest Hotel 





COQEEROEOOGUGURCGERRROTORGCEOGUCCURQQRERUDOGGGGUQURRUORGGRRERGQGEORORCOGGCQORCQOQRRCOUROCQGURERUGOUDGRSOQRORORGGOOODCOQQUROCUGQGQQOQRQQUQUUUGCUGQQUQEOROROUCHORUQGCOQQQRORQCORDOCQQQQRCQURGCQQQQRQNRGRRGRNGRR: 


a\ La Salle at Madison Street 
ERNEST J. STEVENS, 


Vice-President and Manager 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 
150 per cent in the year ending March 1, 1916; but the cost of the 
use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. 




















ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 


ber, 1911:-- 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.”’ 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 


Boston, Mass. 
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Gallun’s Quality 
Permanent Kind 


AZTEC CALF 


Is one of GALLUN’S Quality Leathers 


(His leather is made for summer wear— 
a specialized leather that is cool, venti- 
lated, and soft and kind to the foot. 


Its tannage helps make it so— AZTEC CALF is tanned 
by the vegetable process which is a slow process but 
thorough. Leather tanned this way retains all the 
strength of the animal fibres with the result that it 
doesn’t chip and that it takes a brilliant polish and 
holds it. 3 


Just be sure that the quality of the leather you specify is 


the permanent kind. 





AZTEC CALF is made in a variety of weights and grades 
and suitable for both medium and high priced shoes. 


A. F. Gallun & Son 


MILWAUKEE, WIS. 
H. A. ELY, Manager 11 East Street, Boston 
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GOOD GOODS 


have a good reputation 


WALES-GOODYEAR “BEAR BRAND” 


rubbers have always served the 
wearer well. They represent all 
that is best in rubber footwear--- 
the best of material, scientific 
construction, up-to-date style, and 
the appearance is neat and trim. 


Mr. Dealer, we have sufficient good 
reasons for urging you to handle 
this line. 


Look for the Bear | It’s always there 


Wales-Goodyear Shoe Co. 


NAUGATUCK, CONN. 





Feb. 3, 1917 


+ & + 


Boots and Shoes 


Two of the larger companies manufacturing rub- 
ber footwear have called in their salesmen, because 
of the impossibility of filling any further orders at the 
usual shipping dates. One of these companies has 
booked the entire present capacity of its plant up to 
November of this year. 

Meantime, there are enlargements of factories and 
contemplated increases in equipment. It may be 
noticed that the word “‘contemplated”’ is used here. 
The fact of the matter is that great difficulty is found 
in securing rubber-working machinery. The con- 
cerns making such machinery have so much business 
on hand—not all for rubber mills, but for other lines— 
that they are very slow in filling orders. Machinery 
for one enlarged mill, expected to be installed last 
April, has not yet been received. 


Tennis Lines 

With the fashion editors and the women’s papers 
all predicting a white season this coming Summer, the 
shoe trade is tak- 
ing to canvas shoes 
in a way never 
known before. 
‘ And tennis lines 
are now so dainty, 
graceful, and dur- 
able that the trade 
has stocked up 
most liberally, and 
will continue buy- 
ing, provided the 
mills will accept 
their orders. De- 
liveries are now 
going forward to 
the jobbers, and 
the retail trade will receive their tennis lines next 
month and the month after. Meanwhile more orders 
are being booked, more help being hired, more space 
being occupied, to increase the production of these 
lines of footwear. 

Heels and Soles 

The boost given soles of rubber and fibre at the 
conventions last month has tended to increase the 
demand for these lines of alternates. It has also 
stimulated the ambition of rubber manufacturers to 
add to their regular production some sort of soles, 
either wholly of rubber compound, or rubber with 
some kind of fibre or other tough material. The 
manufacturers of leading lines are pushing their 
products in a most enterprising manner, and shoe 
manufacturers are now co-operating with merchants 
in instructing the public regarding the value of such 
sole and heel material. 
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The Rubber Realm i ee 


Crude Rubber 


There has been but little change in the crude rubber 
market during the week, but the trend is toward 
lower quotations. Importations have been largely 
for private account, and the larger consumers are 
buying but little at the present time in this market. 
The anxiety as to the safety of cargoes afloat is not 
yet fully allayed, but is not so keen as a week or two 
ago, and this, also has its effect on easing up values. 
We quote: Upriver fine 76 to 77c.; islands fine, 68 to 
69c.; upriver coarse, 504 to 5lc.; islands coarse 32 
to 323c.; caucho ball, 5lc.; for upper, 48 to 49c. 
for lower; cameta, 34 to 344c.; Centrals and Mexicans, 
45 to 48c.; guayule, 42c.; first latex pale crepe, 77 to 
78c.; smoked sheet, 763 to 77c. 


Scrap Rubber 


The scrap rubber shoe market is inactive, with 
selling prices drooping. Boston dealers are paying 
from 9c to 93c. for scrap shoes f.o.b. shipping points. 
Philadelphia and Buffalo dealers will not offer over$9.10 

per hundred. Close 
trimmed _arctics 
bring 7 to 74c. Col- 
lectors are holding 
stocks, believing 
they can get better 
figures later. Re- 
tail shoe dealers,of 
course cannot get 
these prices, but 
under present con- 
ditions are advised 
to hold for a few 
weeks, in hopes 
of securing larger 
returns. 


Rubber Footwear Demonstration 

During the whole of last week a very interesting 
demonstration was shown in one of the display 
windows of the United States Rubber Company 
on Broadway, New York City. The window repre- 
sented a section of a making room in a well-equipped 
rubber footwear factory. 

Four operatives from the Goodyear’s Metallic 
Rubber Shoe Company at Naugatuck, Conn., were 
at. work. Miss Agnes Harvey and Miss Mary 
Healy manufactured women’s croquets and storm 
slippers, and T. F. Dooley made US Patent 
Pressure Process boots in black, red and white, 
and Arthur Carrington operated the diaphragm 
machine which is used to press the parts of a woman’s 
rubber into practically one piece. Large crowds were 
present at every demonstration. William H. Palmer 
of the sales department had this display in charge. 
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Nedlin Soles on 
Children’s Footwear 


Here’s a chance for better-looking, bet- 
ter wearing shoe soles for the children. 










Let’s introduce Nedlin to mothers— 
Nedlin the new shoe sole that is doing 
wonderful things for the youngsters’ feet. 





All the hurtful, cramping effects of 
- leather soled footwear on the children’s 
feet are gone with Nedlin Soles. 





Instead, the little folk are getting true 
foot - freedom from this scientific sole- 
wear which has practically the pliancy of 
rubber, while yet it is not rubber and will 
not draw the feet like rubber. 








So, all the soft little growing bones, 
and the tender little ligaments and child- 
muscles grow natural and _ strengthen 
with the exercise permitted by Nedlin 
Soles. 












So, strong, shapely feet are developed 
through after life; because of Nedlin 
Soles, which need no breaking in and 
are fruitful in comfort and health results. 





Today, when leather shoe-sole quality 
is far from good, Nedlin Soles are mark- 
edly superior to leather in many ways, 
and out of all comparison superior for 


Neolin 


Better than Leather 
















Neolin has taken the place of 
chrome sole leathers in many lines 
and this elk outing shoe made by 
the Milwaukee Shoe Co., of Mil- 
waukee, Wis., is a case in point. 
It must be realized that inasmuch 
as Neolin withstands the ‘‘loose- 
nailing’’ operation successfully, it 
must find great favor in footwear 
where shoes of this type are used. 

















Dull mat top, gunmetal bal, 26 
last, Neblin Sole, leather heel. 
Manufactured by Burdett Shoe 
Company. 
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In Centers of Shoe Manufacture «+ ¢ ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


ST. LOUIS 


Clearances Not a Factor 


Retail establishments are taking up the clearance sales cau- 
tiously and no developments of the past month have shown so 
little of real interest. As a matter of fact it looks very much as 
though there would be no real clearance sales, such as have been 
known in the past and that the merchants would confine them- 
selves strictly to getting rid of broken and discontinued lines. 
It is certainly a fact that they have not been able to pick up in 
any quantity goods from manufacturers on which they have 
built their special sales in the past. 


A New Style Each Month 


The Johnson-Stephens & Shinkle Shoe Company, which was 
organized less than a year ago, reports that it is developing busi- 
ness more rapidly than it can comfortably 
get men to handle it. The house is special- 
izing on high grade footwear for women and 
is trying out a new method in the novelty 
game. It is preparing a single design with 
a view to springing a new one every month, 
dispose of as many as possible, making on 
order of course, and then turning to the 
next one. The efforts already made with 
the initial design under the scheme are re- 
ported to demonstrate the success of the 
plan, leaving it altogether up to the de- 
signer to provide enough new ones to keep 
up the monthly schedule. Merchants have 
already indicated their satisfaction with this 
idea of a monthly series of ‘“‘stock sweet- 
eners.”” 


New Missouri Adjutant General 


A. B. Donnelly, commander of the First 
Missouri Regiment, N. G. M., and well 
known in the leather trade has been made 
adjutant general of the state of Missouri 
under the new governor and has taken 
charge of his office. He will continue his 
activities in the leather business through 
the assistance of his associate, N. D. Com- 
fort, who is also an officer in the regiment. 
Both saw service under the recent call of 
the president, but their regiment has now 
returned to the pursuits of peace. 


European Representative Home 

E. S. Biggerstaff, who has been in Europe in the interests of 
the Brown Shoe Company, has returned to St. Louis for a short 
stay on business connected with his trip abroad. W. C. Joplin, 
of the same house, is still abroad, with no time set for his return. 
Both gentlemen report prospects for business, both in the im- 
mediate future and after the war as very good, but as requiring 
special care and study in order to meet the needs and require- 
ments of the European buyers and consumers. 


At Foreign Trade Convention 


A. H. Boette, of the Filsinger-Boette Shoe Company, attended 
the meeting of the Foreign Trade Council in Pittsburgh, Pa., 
last week. Mr. Boette, while interested in all the aspects of 
foreign trade, is particularly concerned in the establishment of 
suitable credit reporting methods in order to give to foreign 
purchasers the best possible service and at the same time protect 





ORIGINAL NOVELTY BOOT 


To get a new throat effect a band 
foxing permits of a cut-out center 
—this eenter being in the nature 
of a shield effect. 

is of cloth 


the American business man. By reason of his long acquaintance 
with export business and methods he is especially equipped for 
the intelligent consideration of the subject. 


NEW YORK CITY 


In the Retail Trade 


The retail merchants state that their business in novelty 
footwear right through the month just closed has been most 
satisfactory when it is remembered that we are fairly well 
through the Fall and Winter season from the standpoint of 
buying on the part of the general public. As a matter of fact 
clearances and reduction sales have not been a very important 
item of the season’s business, nor does it seem that they will 
assume any considerable magnitude during the remainder of it. 

The prominence of skating both in rinks 
and outdoors in the social life of the present 
season and on the part of nearly all classes, 
has caused a very strong call for the at- 
tractive models of skating boots that have 
been produced, and most retail stores are not 
only making prominent displays of them but 
are finding a considerable demand for this 
part of their merchandise. 

The general opinion of the trade is that 
the sale of high shoes will continue pretty 
well in towards the warm weather and their 
stocks are being shaped accordingly. 


New Catalogue 


The new stock book of the Diamond 
Shoe Co. of their unbranded factory lines 
of shoes is being made ready for mailing. 

While there are a great many lasts in a 
diversity of patterns illustrated in the new 
stock book, they are especially featuring a 
narrow toe English last, and from the ad- 
vance orders that have been taken for their 
Spring lines it would appear as though this 
will be one of the best selling lasts that has 
ever been adopted by the house. 


In the Auction Field 


Henry Lilly of the shoe auction house of 
that name and who is very active in the 
affairs of the Grand Army of the Republic 
returned last week from Albany where a 
session of the Council of Administration of New York was held, 
and at which it was decided to hold the annual encamp- 
ment for the State at Saratoga Springs on the last week in 
June. 

Mr. Lilly, in speaking of business, said that the trade has 
already shown a tendency to buy tennis shoes when these goods 
are offered. It is not to be supposed that there is any outdoor 
wearing of tennis shoes at this time, but there is evidently quite 
a good deal of selling of these shoes for indoor and gymnasium 
purposes. On the other hand there does not seem to be 
any great desire on the part of buyers at the sales to bid 
very strongly on regular rubber goods, which would seem 
to indicate either that they regard the rubber situation as 
practically over or that they have, what they believe, a 
sufficient supply to carry them through the remainder of the 
season. 


The topping 





61 BOOT AND SHOE RECORDER Feb. 3, 1917 





SUGEEEOUQEOGQQOQOOCQCQERGGCRCGOCOCCGECEOOOGQORGGOCOREGORGOGGCCQORGGCCREROGOOCROGGCRORGRORORGGRORRCGRRCGGORURGCEORRGGCQUOGRGCORGRGRRRNGROCRNOEE 


No. 721 $2.85 No. 720 ' $2.85 
White Satin Pump No. 705 $4.00 Black Satin Pump 
14-8 LXV Heel. 73 Last Surpass Kid Mazie Jet Beaded 14-8 LXV Heel, 73 Last 


Full Louis Heel, 49 Last 4 8 
AA4to8 A3to8 B2%to8 CandD2to8 AA 4to8 hiot) 2008 AA 4to8 A3to8 B2&%to8 CandD2to 








IN 
STOCK 
STYLES 


No. 706 $3.25 No. 707 _ $3.00 
Patent Stripped Pump Bronze Kid?7Arrow Pump 


Full Louis Heel, 67 Last Full_Louis Heel, 66 Last 
AA 4to8 AtoD 2to8 AA4 to 8 AtoD2to8 











IN 
STOCK 
STYLES 


HIGH GRADE TURNS 


No. 719 $3.75 EXCLUSIVELY No. 702 , $3.25 
Ebony Kid Aurora Jet Beaded Dull Mat Kid 3 Strap Jet Beaded 


13-8 LXV _ Heel, 68 Last Half LXV Heel, 49 Last 
AA 4to8 A3to8 B2%to8 CandD2to8 : ' AA 4t0o8 — AtoD 2to8 
Special Feature! 


Attractive beaded slippers 
In Stock ready for immediate 
delivery 














Terms, net 30 days 


“Bal Tabarin” | HAZEN B. GOODRICH “Bal Tebarin” 
No. 900 $3.50 & COMPANY py ae 


Men’s Society Oxford Men’s Society Oxford 


Patent Turn HAVERHILL kg eek oe Dull French Mat Kid Turn 


58 Last 58 Last 
AtoD 5 to ll AtoD 5 toll 
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Selling Many Shoes 


“Everything is selling from white to black and everything in 
between,” said Mr. Kellers of the women’s specialty house of 
Keller-Evers Company. There seems to be a preference on the 
part of the trade for solid colors rather than contrasting shades 
in the boots that are now being called for. It still looks as 
though we were going toward the biggest white season the 
trade has ever experienced, Mr. Keller thought. 

The shipments made in January he said showed a gain of 
over 300 per cent as compared to their January shipments last 
year, and while there is some of this due to an earlier shipment 
date in many cases than was true last year, there is quite a good 
deal of it that indicates also an absolute increase in business. 


PHILADELPHIA 


Preparing for Spring 


One of the two months that the trade has come to look upon 
less active than the others of the year has passed and the showing 
made during it according to members of the retail trade gives 
no reason for dissatisfaction. Marking everything down to a 
point where it shows no profit in order to get a season’s goods 
cleaned up has not been in evidence this year, and as a result 
the business for the month has been one in which there was a 
showing of profit and at the same time a comparatively small 
shrinkage in volume. - 

Spring shipments are beginning to come into the retail stores 
as a result of the early placing of Spring orders and the retail 
people look for a complete stock in style and sizes with which 
to open the business of the Spring. The fact that stocks will be 
complete early is regarded by the retail people as a reason 
for an earlier development of Spring business than would other- 
wise be the case. 

Styles for Spring 


In the factory of J. R. Newton & Co., makers of high-grade 
women’s footwear, they have about all of the business they can 
very well take care of Mr. Newton stated, and this is practically 
all for the Spring season. The present season is closed from their 
point of view and they are as yet devoting no thought whatever 
to the making up of lines for the coming Fall season. Orders 
for the Spring call for both high and low shoes. In the high cuts 
they are practically the same as for the past Fall and Winter 
season, preferably combinations of buck and kid, then all kid 
and all buck. The combinations are wanted in such arrange- 
ments as ivory and tan, pearl and black, and white and black. 

In the low cuts there is a demand that is pretty well scattered 
through all styles and it is pretty hard to decide on one particu- 
lar pattern or class that is more popular than the others. 

One of the specialties of the house, is an extremely low cut 
oxford pattern carrying two or three eyelets, and it is made 
in all of the popular stocks including white buck, gun metal, 
and tan and sometimes combinations of these. So far as big 
tongued colonials are concerned, they are finding no call for 
them and comparatively few tongue pumps in demand. The 
most popular of the pump styles is that showing a throat yoke 
effect. The oxfords spoken of are wanted particularly for early 
delivery and it is Mr. Newton’s opinion that they will take a 
place in sales somewhere between the need for high shoes and 
the later Summer desire for the ordinary low cut patterns. 


Shipping . Goods 


Just now the wholesale trade, particularly that part of it 
which specializes in novelty lines, is in the between-seasons’ 
period according to the Geo. H. West Shoe Co., and they have 
little or no Fall goods to sell. It was stated that within a few 
days they will have ready for presentation novelties in combina- 
tion boots, showing brown vamps with cream tops and ivory 
tops and a large variety of colored vamps with cloth tops in 
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silver grey, cream and mouse brown. The all one color boot 
which seems to be in greatest favor now, is white. 


What the Fall Will Show 


The factory of Ziegler Brothers is now preparing to write up 
sample styles for the Fall season of 1917-18 and Robert Ziegler 
of that concern said that they are settling in their minds what 
would probably be the basic principles. Among other things 
they are looking for the trade to get away to some extent from 
leather Louis heels and to adopt instead the Spike heel type. 
This will be of equal height, 15-8 and 16-8, and with a top lift 
quite as small as the lift on the Louis. Of course there will be 
a lot of Louis heels in the Fall lines, especially in the covered 
heel types, because where the colored leathers are used a covered 
heel is a necessity. 

In the matter of colors Mr. Ziegler feels that among the 
favored shades will probably be blue, grey, pearl and ivory; 
the blue being in the very darkest shades of the color. 

They are not going to buy very heavily in colored cloth he 
said unless sales after the presentation of the samples would 
justify it, but they do expect a very extensive use of- black 
cloth in topping in the Fall lines. 


Making Progress 


While there have been some delays in the completion of 
their new building, which has been referred to in the previous 
issue of the ‘‘Recorder,”’ progress is being made by the Isaac 
Ferris Shoe Company and they hope to have the new plant in 
operation by the first of March. In the factory recently pur- 
chased by them, and which is to be devoted to welt work, the 
machinery installation has been made and operation is under 
way. This will mean a considerably increased output by the 
concern and the delivery of a larger volume of goods which is 
required by their orders. 


CINCINNATI 


Merchants Eliminate Clearances 


At a meeting of the Retail Shoe Selling Group of the Cin- 
cinnati Chamber of Commerce, it was suggested that shoe 
merchants who contemplated cleaning up their stock should 
hold a sale beginning Monday, February 5th, and lasting for 
two weeks. 

Particular stress was laid on the fact that this is to be a sale 
on odds and ends only, and the phrase “Clearance Sale’”’ should 
not be used in advertising. Owing to the fact that the sale 
will begin on a Monday, an opportunity was given to advertise 
in the Sunday papers. 

G. R. VanMeter, manager of the Gibson Boot Shop, is one of 
the members of the Shoe Selling Group that says he is not 
going to have a sale of any kind. 


Styles in the Factories 


It is interesting to note among the Cincinnati shoe factories 
the great number of new and attractive styles that are being 
made up and have been made up for the Fall and Winter 1917. 
Fabrics are being used almost as much as kid for uppers, and 
it is found that the. Cincinnati shoe designers are following the 
more conservative styles. While numbers of the new patterns 
are fancy, they could not be considered “‘loud.”’ There is no 
perceptible change in the heights of the tops, most of them re- 
maining around 9 inches. 


Personal Notes 


Geo. Peters, of the Peters Manufacturing Company was in 
the city last week, calling upon the trade. 

Mr. Kipp, of the Potter Shoe Company, who was for fourteen 
years Assistant to Harry McLaughlin, succeeded Geo. Reuick 
on Wednesday of last week, as manager of the McAlpin Shoe 
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ONE HUNDRED DOLLARS 
will buy a lot of things in this 
world--but nothing that means more j 
to the progressive shoe merchant 

cum than nT 


THE KELLY 
BUTTON MACHINE 


the machine of speed—of thoroughness—of economy—the 
machine of the following EXCLUSIVE features: 


An adjustable button shute—-running buttons off all sizes and styles 
(Milos, pearls and fancies). 

No tubes —to be mislaid. 

A double hopper—with two styles of buttons ready for use. 

A fastener regulator—Adjustable, to make buttons loose or tight. 

A safety guard—Preventing the scratching of patent tips. 

A pointer —showing just where the button will be placed. 


WRITE US—TODAY 


KELLY BUTTON MACHINECO. ....%..... 


free—less 2% ten days; net cash 


NORFOLK BOARD OF TRADE BUILDING VIRGINIA thirty days, f. 0. b., Baltimore. 
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THE HOTEL ESSEX 


BOSTON, MASS. 


As usual was a center of activities during the big 
get-to-gether meet held in Boston during January. 
The lobby and sample rooms were busy places. 
The central location of this hotel together with its 
service facilities are attractions at any time, and 
especially at such times, to business men. 


DAVID REED, Manager 
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Department. Mr. Reuick has left Cincinnati and gone to Louis- 
ville where be has become buyer for Crutcher & Stork. 

Due to the recent death of P. A. Pathe of the Cincinnati 
Shoe Co., a vacancy in the Bethel factory occurred. The son 
of the deceased has taken his father’s place in the business. 


History and Industry Linked Up 


‘‘Ash” Kennedy,, who represented the Textan Department 
of the B. F. Goodrich Co. of Akron Ohio, at the recent N.S. R. A. 
convention, linked up history and industry in the exhibit over 
which he presided, and reproduced below. In connection with 
the colored server of Textan punch at the exhibit, who was shown 
in a recent issue, it seems that the negro’s parents had been life- 
long servants to the Kennedy family and the recipe for this 
punch was handed down from ‘‘Ash’s” father who was Colonel 
Kennedy of the 18th Tennessee regiment during the Civil war. 
The negro’s father had carefully preserved the recipe and when 
plans for the Cincinnati exhibit were being made it was sug- 





A Part of the Cincinnati Convention Exhibit of B. F. Goodrich 
Co., Akron, O. 


gested to “‘Ash” that the punch be re-christened and served by a 
son of the old servant who had saved the recipe. 

In explaining the evolution of Textan soles Mr. Kennedy said: 
“‘We have been carrying on our exhaustive experimental work 
for the past three years but not until about a year ago did we 
arrive at a composition that, we were certain would be in keeping 
with other Goodrich products. We realized that we had to find 
something that could be worked as easily as leather, and once 
found, the high cost of sole leather would no longer affect the 
shoe market. Heretofore Russia has been the main source of 
supply to the American calfskin market, but Russia recently 
decided that no calves be slaughtered for a period of three years. 
The United States has only been able to furnish two out of every 
three skins required in making shoes and this supply is seriously 
menaced by a contract for five million hides recently made by 
the British government in this country. Of this big order not a 
single hide has yet been taken off although the work will begin 
during this month. They will then go to the tanneries early in 
March and the ordinary process of tanning requires 100 days. 
The large tidewater tanneries are now under the control of the 
one company with which this:big British order was placed.” 
As these facts become known there is little wonder that the 
demand for the little booklet, “Story of Textan’”’ has grown so 
largely, for it solves a problem that gave promise of being a 
serious one for the American people.” 


LYNN 


The Ruling Colors 


As Lynn manufacturers view the style situation, the ruling 
colors for Easter will be white, and the pastel shades. White, 
an old favorite color, is in greater esteem for women’s footwear 
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than ever. It has become as staple as white paint for an old 
colonial house in New England. The pastel shades are old 
favorites back for a new run in the cycle of fashion. Dawn gray, 
ivory and pearl are the leaders among them. 


Cost of Cartons 


Cartons cost from 2% to 3 cents each, against 114 and 2 cents 
before the war. For special cartons, for shoes or other goods, a 
nickel each or more may be charged. 

For cardboard, of which cartons are made, a Lynn firm paid 
$70 a ton last week, a record high price, yet paid in anticipation 
of an advance to $75 a ton. 

Cardboard is made of old waste paper. Makers of it are 
urging storekeepers to save and bale their waste paper, so that 
the mills may have additional raw material with which to make 
cardboard for cartons. 


Threads Still Hold Good 


‘Probably few shoe buyers have noticed how well threads have 
held shoes together since the war started” remarked a Lynn 
stitching-room expert. “They have taken for granted that 
threads will hold taut, for that is the natural thing to do, and 
they have not realized that the supply of imported linen threads 
has become very scarce, and that even the cotton threads, spun 
especially to take the place of linen threads also are scarce and 
high in price. So many manufacturers want thread for so many 
different purposes that it is difficult to find enough to go around. 
It is a credit to the thread makers, he concluded, that their 
cotton threads are holding shoes together as tightly as ever, 
despite the many changes in the grades and prices of threads.” 


How High is a Boot? 


A boot is as high as it looks, and that is about as good an 
answer as can be given to the question how high is a boot. 
There’s no standard for measuring height of boots. A sales- 
man can put his tape on a boot one way and make it measure 
eight inches, and another way and make it measure nine inches. 
And the inquisitive buyer is satisfied just as much as the 
small boy is satisfied with a feat of legerdemain. 
Don’t waste time measuring tops of boots. 
high, let it go at that. Contentment pays. 


2500 Pairs Fibre Soles Daily 


A North Shore firm has taken a contract to make 2500 pairs 
of boys’ shoes daily, each pair to have fibre soles and leather 
uppers. 


If they look 


A Thrift Campaign 


Every worker in Salem factories and stores gets in his pay 
envelope a little card uging him to save money, and bank it, 
“to prepare for the industrial crisis that is coming after the 
war.” 

The Chamber of Commerce has raised $2000 to be used in 
encouraging people to save money. William F. Cass, of Cass & 
Daley Shoe Co. suggested the thrift campaign, doing so in reply 
to a critic of the times who remarked that people are earning 
more and saving less. 

Sounds Good 


‘Build Up Beverly” is a new slogan coined by the enterprising 
Mayor McDonald, who has come from the shops to provide 
over the destinies of this old established shoe city. 


May It Prove True 


“Forward Lynn” is the slogan adopted by the Chamber of 
Commerce for Lynn, and the Chamber is enrolling 1000 members 
to go forward. 

Custom Lasts for Men 


Something new is a considerable increase in the making of 
custom lasts for men, particularly Munson style lasts. Fred 
Stuart, Beverly, is making such lasts. Evidently, army officers 
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Here Are Two 
Popular Boots 
In Stock 


Remarkably good values in 
view of the present high 
price of Black Kid. We 
were fortunate to have se- 
cured a heavy stock of this 
leather at favorable prices. 
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AA, 4% to 8, A, 4 to 8, B, 3 to 8, C&D, 2% to 8. 


TERMS 30 DA 
YS NET No. 0563—9 14-inch Black 


No. 0567—8 \-inch Black 
Glazed Kid, Perforated Prices subject to change without notice pow oo — “—"" ae 
s Heel, 


Vamp, 2-inch Leather Louis 
Heel, 171 Last. Last. 
$4.75 


$A .50 
4 CBP ford & Ca 
ROCHESTER,N.VY. 
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THE BREAKERS 


° : ATLANTIC CITY, N. J. 
The blending of y On the Beach Front. Open All Year. 


The Last Addition to Atlantic City’s Fireproof Hostelries 


cloth and leather Artistically furnished and modernly equipped. A hotel of 
charming features and refined atmosphere. The house of 
service and the home of the epicure. Open-air balcony res- 
* e 7 : taurant facing ocean and boardwalk on main floor. Roof 
18 t e t in in garden restaurant overlooking sea, where during season refined 
entertainment is provided. 

: Ample private baths with both fresh and sea water with 

showers on every floor—surf bathing from hotel. 
Unusually extensive lounges, porches and public rooms. 


wome n’s shoes JOEL HILLMAN A. S. RUKEYSER 
ow Spr : ng. . President. . Manager. 





. F. Smith’ itting foot- 
A. F. Smith’s glove fitting foot In the heart of the Shoe and Leather trades 


wear has been a brand of distinc- as 
tion for more than fifty years. Wa rwick Hot el 
BRS St.Louis 


FIFTEENTH AND LOCUST STS. 
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and men in the preparedness movement, want shoes made to 
fit their feet, and have their feet measured, and lasts made 
according to the measure. The Munsen style last, the U.S. 
army last, is favored. 

Lasts for some of the high line officers of the U.S. army, 
as well as civilians, already have been made by Mr. Stuart. 
Some lasts for European army shoes, measuring No. 14 in size, 
were made by Mr. Stuart a while ago. 


HAVERHILL 


Complete Story of Manufacturers’ Trip 


As indicating the continued local interest in the recent New 
England Shoe Manufacturers’ Tour of the Middle West, conducted 
by the “‘Boot and Shoe Recorder,’”’ the Haverhill “Gazette” of 
January 26 devoted two solid solumns to a complete story of 
that journey. This information was obtained from George W. 
Dobbins of Witherell & Dobbins Co., who as a member of the 
party, took copious notes during the tour. Mr. Dobbins, who is 
one of the most enthusiastic of the Haverhill men regarding the 
benefits obtained from this unique journey says: “Every man 
on the trip got something that will be of great benefit to him 
in his future endeavors in the Haverhill shoe trade.” 


Enlarging Factory Offices 


Emery & Marshall Company, manufacturers of women’s 
welts and turns, are planning extensive improvements in the 
office department of their factory. A considerable space, 
heretofore utilized for stock purposes, will be taken for the 
enlarged offices, which will be fitted up in the most modern 
style. The present private office will be retained and a new 
sample room constructed adjoining. Under the new arrange- 
ment the E. & M. Styles will be shown to better advantage 
than ever before as regards visiting buyers. 


A Record-Breaking Year 


During 1916 the shoe factories of this city produced goods 
of a value which at a conservative estimate exceeds $30,000,000. 
Full three-fourths of this amount is produced by the factories 
in the Haverhill Shoe Manufacturers’ Association. This organi- 
zation has a membership of thirty-five concerns, which make 
full 75 per cent of Haverhill’s entire footwear product. The 
association’s factories, during the past year, distributed a pay 
roll of more than $5,000,000 among the shoe workers of Haver- 
hill and vicinity. Voluntary wage advances have been made 
by local shoe manufacturing concerns in recognition of the 
increased cost of living for the shoe workers, and with a desire 
to lessen the burden in this regard. The cordial relations which 
have for years existed between Haverhill shoe manufacturers 
and their employees are strengthened under present working 
conditions. 

Retired From Shoe Firm 


Adrian J. Eno and Israel Bloomfield have retired from the 
E. & B. Shoe Company of this city, having sold their interests 
to Jacob Bloomfield. The business was incorporated for $10,000 
about ten months ago with Mr. Eno, president; Jacob Bloom- 
field, treasurer, and Israel Bloomfield as a third director. This 
concern succeeded the old, established house of M. D. Malbon, 
from whose estate the business was purchased. 


Preparing a Book on Haverhill 


The Chamber of Commerce will, within a few weeks, issue a 
book on Haverhill which will contain a commercial and in- 
dustrial history of the city. Many Haverhill men, including 


representatives of the shoe manufacturing and kindred trades 
will contribute to the contents of this important publication, 
which will contain information of importance and value to all 
who are interested in Haverhill and Haverhill-made footwear. 
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Secretary Re-elected 


For the fifth consecutive year Daniel N. Casey has been 
chosen secretary of the Haverhill Chamber of Commerce. This 
action was taken at a meeting of the directors held last week. 
Secretary Casey has “made good’ along the most advanced 
lines of the work with which he is associated and represents the 
highest type of efficiency in Chamber of Commerce work. 


BROCKTON 


Big Shoes for a Big Boy 






Doubtless the largest pair of shoes made for real wear ever 
produced in a Brockton factory are those which were made by 
Thompson Bros., Inc., and recently on exhibition at Baker 
Bros.’ retail shoe store on Main Street, this city. This pair of 
shoes was made for Bernard H. Koyne, an Iowa giant of 17 
years, who stands seven feet, nine inches in his stocking feet, 
and weighs 275 pounds. The shoes, which are size 21, were 
made on special lasts and patterns by the most expert workmen 
in the Thompson plant. 


Price, $25 the Pair 


The last used as a model for this big pair of shoes is the “Park- 
way,’ a fairly straight, medium high toe shape, which has been 
demonstrated as an excellent fitter in regular lines. The shoes 
are of black vici kid on the blucher pattern with double sole and 
rubber heels. Although the shoes are of mammoth size, their 
proportions are in every way perfect, proving that the young 
man, as big as he is, has a well-shaped foot corresponding with 
the size of his body. About four times the amount of leather 
used in ordinary shoes was required for this pair. The talk of 
$25 shoes is a reality in his case, for that is about the price 
which young Koyne will have to pay for these 21’s. 


High Leather Prices 


There is no question in the minds of members of the local 
‘trade that leather will be as high during the next few months 
as at the present time. As regards the supply of raw material, 
there is little or no relief in sight at home or abroad. The 
demand continues to be greater than the supply. Fall shoes 
going out from Brockton and other shoe centers will be pro- 
duced from the highest priced sole and upper leather ever 
known to the trade. Corresponding price advances are inevi- 
table owing to the increased cost of all materials. 


Colored Shoes for Fall 


Colored leathers, whether made from hides or skins, are espe- 
cially high priced owing to the increased cost of dyes and 
all chemicals. Brockton manufacturers will show, as usual, full 
lines of colored shoes in their Fall samples. These will be 
priced as reasonably as possible considering all conditions. Shoe 
merchants, however, should be prepared for the higher prices 
which must be asked as compared with those of a year ago. 
An average increase of $2 a pair wholesale is fairly conservative 
on lines of men’s footwear such as are made in Brockton. 


Million Dollar Stock Issue 


The W. L. Douglas Shoe Company of this city has called a 
meeting of stockholders for February 27 to act on a plan of in- 
creasing the preferred stock of the company from $1,500,000 
to $2,500,000, and deciding on the details of this disposition. 
President William IL. Douglas of the Company, who is in Florida 
for the Winter, writes that he plans to utilize the new $1,000,000 
stock issue to enlarge the number of Douglas shoe stores through- 
out the United States. Mr. Douglas will subscribe for his full 
share of the new issue to the extent of more than half a million 
dollars, continuing his management of the business and a con- 
trolling interest in the stock. 
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MASON’S BLACK 
DRESSING 
Self-polishing, clean and 
convenient. Fast dye; will 
not come off; renews the 

appearance of the shoe. 
Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 

85c. Doz. $9.00 Gross 
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MASON’S WHITE 
DRESSING 
Can be used for any ma- 
terial of which white shoes 
are made. Cleans as weil 
as polishes and will not rub 
off. 
Large Size 
$1.65 Doz. $18.00 Gross 
Small Size 
85c. Doz. $9.00 Gross 


Send for Samples 
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FOUR MASON DRESSINGS 


THEY SPEAK FOR THEMSELVES 


The absolute purit 
ness policy since the estab 


MASON’S TANSHINE 
CLEANER 


A combination liquid and 
aste dressing for tan shoes. 
overs cuts and creases and 

gives a lasting and brilliant 

polish. Contains no acid. 


of our ei 


ods has been a matter of busi- 
shment of this house in 1832. 


MASON’S NEUTRAL 
DRESSING 
A cleaner for all cloth or 
kid tops of any shade. Free 
from acid and absolutely 
safe in use. 
Large Size 


$1.65 Doz. $18.00 Gross 


Small Size 
85c. Doz. $9.00 Gross 


JAMES S. MASON CO. 


134-140 N. Front St., Philadelphia 


Large Size 

$1.65 Doz. $18.00 Gross 
Small Size 

85c. Doz. $9.00. Gross 


NATIONAL SHOE PLATES NATIONAL 
Easy to drive on. Hard to 
wear off. Made from 
drawn steel. Free 


samples on 
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all Shoes 


Mr. Retailer:- 
Tell your repair man & 
to put thoes heel plates on 
your customers’ shoes. If your 
jobber can’t supply you WR us 
NATIONAL SHOE PLATE MFG. CO. 


IMMEDIATE 
Cleveland . 


*NE good style & 
\ after another is fe * DELIVERIES 1248 West Third St. 


shown in the 
new Eaton 
Shoe Horn, now ee 
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on the press. ae Lanne Ananeactg 
{n bulk for the factory trade. 
Single paired for the fine job- 
bing trade. 
Finished with Nufashond 
Fabric Tips (patent applied 
for). Part of the braid itself. 
Rustless, water-proof, won't 
pull off. 
Samples and particulars 
upon 


Narrow Fabric Co. 
Reading, Pa. 


Let us send you a copy! 


CHARLES A, EATON COMPANY 
BROCKTON, MASS. 
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Death of Shoe Manufacturers’ Wife 


Mrs. Mary Elizabeth Quinby, wife of Oliver B. Quinby of 
Stacy-Adams Company, died recently at her home in this city 
after a brief illness. Mrs. Quinby is a sister of William H. 
Stacy, senior member of his house. She had resided many 
years in Brockton and was prominent in social and charitable 
work. Mr. Quinby will have the sympathy of many “Recorder’ 
readers in his affliction. At the funeral the bearers were men 
associated in the conduct of the Stacy-Adams Company’s busi- 
ness; C. P. Waide; John McElany, Jr.; John M. Mosher; 
W. H. H. James; W. A. French and B. W. Martin. 


Purchased Russian Calfskins 


A shipment of calfskins from Russia which recently arrived in 
New York consigned to Geo. E. Keith Company of this city 
numbered approximately 750,000 skins. This concern secured 
from the Russian Government, about a year ago, a license to 
export calfskins. At that time 1,000,000 skins were contracted 
for by the Geo. E. Keith Company. Shipping delays have held 
back the arrival of the 750,000 skins until the present time. 
It is not expected that the balance of the contract will be fulfilled 


BOSTON 


Trade Night at Art Club 


An unusually interesting event in the Boston trade was the 
gathering on Saturday last at the Boston Art Club of more 
than seventy-five leading figures in the New England shoe and 
leather industry. The occasion was “Shoe and Leather Night,” 
initiated by W. L. Terhune, the founder of the “Boot and Shoe 
Recorder” and prominently identified with the 
Art Club. The occasion was one of dignified 
good fellowship, and the speakers included the 
presidents of the National Boot and Shoe 
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Speaking of merchandising conditions Mr. Kent said: ‘“‘New 
England, in order to hold and enlarge its place as a shoe manu- 
facturing center, must continue to look sharp and be on the 
job. Massachusetts is making better shoes than ever, but we 
had much to observe in the West in the matter of merchandis- 
ing them. It is absolutely necessary for the New England shoe 
trade to find foreign markets after the war, if it expects to run 
all its factories to anything like capacity.” 


Markets and Prices Reviewed 


President Harry I. Thayer of the New England Association, 
speaking on “Present Conditions in the Shoe and Leather 
Markets” said in part: 


An important fact which to my mind figures largely in the increased cost of 
the production of shoes is the extraordinary demand for certain styles of shoes, 
which, to say the least, are extravagant. For example, take the extreme high- 
top boots for women’s wear, requiring several feet extra per pair, made from 
fancy and the finest leathers, which, under normal times, would naturally be 
cut from calfskins, but which at the present time are largely cut from leathers 
known as calf substitutes. By calf substitutes I mean white, gray and the dif- 
ferent shades of buck, mat, patent and smooth black side leathers, all of which 
are today used in fine shoes where we previously found calf leathers. When we 
stop to think of the increased quantity of leather that it takes to make these 
extraordinary styles in footwear, and the tremendous shortage existing in calf 
and side leathers of all kinds, is it not reasonable to expect that the substitution 
of these various lines of leather and such an extraordinary demand would cause 
a rise in price corresponding to the value of the leather whose position they are 
called upon to take? 

Manufacturers of leather and shoes should adopt a policy of conservation 
and co-operation, both as to styles and uses of the various kinds of leather 
cloth, etc., going into the manufacture of shoes. 


Reasons for Leather Shortage 
I am told that the amount of hides imported from India into the United States 
from January 1, 1916, to June 30, 1916, was approximately two million hides. 
From the present outlook, with the shipping restrictions placed upon shippers 
of these hides by the British Government and the space on steamers requisitioned 


History in Boston Leather District 





Manufacturers’ Association, the New Eng- 
land Shoe and Leather Association, and Presi- 
dent H. E. Slayton of F. M. Hoyt Shoe Co., 
Manchester, N. H. 4 

President Kent of the manufacturers’ or- 
ganization, gave his ideas of what must be done 
for the extension of the New England shoe in- 
dustry; analyzed trade conditions from a differ- 
ent standpoint than that from’ which the sub- 
ject was viewed at the manufacturers’ con- 
vention in New York, and outlined the great 
artistic development in American shoemak- 
ing the past few years. 





American Shoes Are Works of Art 


In referring to his trip to the principal west- 
ern shoe centers as a member of the party 
organized by the “Boot and Shoe Recorder,” 
he said: . “The trip was one of the most pro- 
mising events that has ever taken place in the 
annals of the New England shoe and leather 
industry, and results will be for the great good 
of both sections and the industry as a whole. 

“To speak of the high artistic plane which 
the American shoe has achieved,” continued 
President Kent, “is particularly appropriate 
within the walls of the Boston Art Club. It 
is a fitting atmosphere for this kind of talk, 





The leather district of Boston was at one time a cove of Boston harbor, later the 
“flats’’ were filled in, and distilleries and residences built. On the site, corner 
Essex and Columbia Streets, where United States Rubber Co. has its office and 
previously occupied by Singer Manufacturing Co., this house was built about 
1740, and was cooled by William Sheaffe, Port Collector, in 1775, at which time 
and in this house Lord Percy, Major of His Majesty’s dragoons planned the attack 
on Lexington. It is said that General Lafayette slept here, on the occasion of his 
visit to Boston. The house gave way to a business block between 1860 and 1870. 


and after present abnormal conditions are 
over, shoes will be on a better value basis 
in relation to the total cost of dressing a man 
or woman. There will be no twenty or thirty 
dollar shoes except those that are worth such 
prices.” 
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by that Government, I cannot see how anything but a very small percentage of 
this great importation will be delivered into this country during the correspond- 
ing period of 1917. 

This will be very materially felt in the manufacture of medium and low grade 
side leathers used so largely by American tanners and shoe manufacturers. 

The supply on all classes of domestic hides is well cleaned up, and there are 
no accumulations in either the hands of the dealers or tanners, so far as I am 
able to find. The stocks of leather in process of manufacture and on hand will 
average only normal, if not below. 

Under these conditions it is impossible for me to give you any hope at this 
time for any decrease in the price of shoes and leather; in fact, so far as my 
personal opinion is concerned, I do not believe that shoes will ever be sold as 
low in price as formerly. I base this opinion upon ec ic conditions relative 
to raw material, which is the principal part of the cost of leather from which 
shoes are made, and the extraordinary increase in the price of labor which has 
been made in shoe factories and tanneries throughout the country. 





Hovey E. Slayton, head of the F. M. Hoyt Shoe Co. of 
Manchester, N.H., closed with his impressions on _ possible 
conditions in the shoe trade after the war. 


Trade Development in Prospect 


Resulting from the investigations made of selling conditions 
in the West and the methods used by western shoe manufac- 
turers, it is anticipated that in a very short time, several eastern 
manufacturers will inaugurate selling plans designed to develop 
new business. Frank S. Farnum, one of the spokesmen of the 
recent New England Shoe Manufacturers’ Tour organized by 
the “Boot and Shoe Recorder,” pointed out that there are 
three methods of distribution at the present time used by the 
various shoe manufacturers: first, is the merchant-maker 
method of distribution represented by such manufacturers as 
those who operate their own stores and who not only make 
their own trade-named shoes, but have their shoes made’ by 
other manufacturers; second, the merchant-distributor method, 
where the shoe manufacturer by selling his line of footwear 
without his mark or name on it, sells one or more dealers in a 
town; and third, the dealer-agency method, where the manu- 
facturer sells his line under a trade name through only one 
store in each town. Each of these three methods has proven 
successful, according to the strength of the selling organization 
back of them. During the recent trip of the New England 
shoe manufacturers to the Central Western states, these three 
selling methods were studied. Resulting from the investigations 
made, it is expected that larger and more progressive distribut - 
ing methods will be adopted and by some of the leading manu- 
facturers in New England, all designed to get more business 
west of New York. 


To Interest Argentine Exporters 


Believing that it is good policy to strike while the business 
iron is hot, the First National Bank of Boston has decided to 
establish a branch bank in Buenos Aires, Argentine. The 
formal announcement has been made by Pres. Daniel G. Wing. 
The capitalization of the bank will be $1,000,000; business will 
begin about June 1. 

The manager of the branch bank will be Noel F. Tribe of 
Buenos Aires, who has been a banker there for twenty years. 
He is of English birth and until the war broke out was identified 
with the Banco Germanico in that city. 

Mr. Tribe is now here assisting Mr. Wing in presenting the 
plans of the bank in its new field, and he will be glad to extend 
any courtesies in the way of information about business condi- 
tions in Argentina, as he will be here several weeks for this 
purpose. 

Mr. Wing made it plain that if the bank’s endeavors in South 
America are attended with a reasonable measure of success 
there may be other branches in other parts of the world—per- 
haps Petrograd, after the war ends; China and elsewhere. 
But he also made it plain that it is not the purpose of the insti- 
tution to go aggressively after these fields, but rather to follow 
them up if business warrants. 
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The bank last year financed Argentine hide shipments to the 
value of $6,300,000, which was almost a fourth of the total 
shipped by Argentine to the United States. 


Protests Proposed Profits Tax 


Harry I. Thayer, President of the New England Shoe and 
Leather Association, was in Washington during the week attend- 
ing the annual meeting of the Chamber of Commerce of the 
United States in which he represents his Association as delegate 
and councillor. Frank W. Whitcher, President of the Massa- 
chusetts State Board of Trade, also represents the Association 
as delegate. 

In connection with the annual meeting of the National Cham- 
ber, the New England Shoe and Leather Association on January 
29, sent the following telegram to the President and Directors 
of the organization: 

“The New England Shoe and Leather Association desires, 
through your honorable body, to strongly protest to Congress 
against the enactment of that part of the new Revenue Bill 
which provides for the imposition of a tax of eight per cent upon 
net profits in excess of eight per cent of the capital invested in 
corporations or partnerships. 

“We consider this proposal not only class legislation of the 
most obnoxious character, but a measure that would only be 
justifiable if our country was at war. We urge the National 
Chamber to do everything in its power to bring about the 
defeat of this unjust and undemocratic measure.” 

The New England Shoe and Leather Association is acting in 
concert with a number of other influential trade organizations 
throughout the country in this matter. 


News Notes 


A letter was advertised in the Boston Post Office last Satur- 
day for the Keene Bros. Shoe Co. 

Certificate of incorporation has been filed by the A. W. Platin 
Shoe Co., Boston. Capital stock $10,000. Incorporators: A. W. 
Platin, Ralph R. Ford. 

Mayor Whiton of Quincy, Mass., last week escorted members 
of firm of Alden Walker & Wilde, the Weymouth shoe manu- 
facturers, about the city viewing various sites for location of 
new shoe factory. Factory desired will be 200 x 50 feet with 
60-foot ell, to be built of reinforced concrete, four stories high. 


Will You Be at Toledo? 


The Toledo Shoe and Leather Club held a joint meeting with 
the officers of the Ohio Retail Shoe Dealers’ Association at the 
Toledo Chamber of Commerce ‘Thursday evening, January 25th 
and Friday, January 26th. At this meeting all arrangements 
were completed for the shoe and leather exposition which will 
be a big feature of the annual convention of shoe merchants from 
Ohio, Michigan, Indiana and Illinois in Toledo, March 6th, 
7th, 8th and 9th. 

The Terminal Auditorium where the exposition will be held is 
arranged to accommodate ninety exhibits. Each booth is 10x20 
ft. in size and equipped with shelving and decorations, and more 
than one-half of them have already been sold. 

The big feature of the convention next month will be educa- 
tional. It is President Sloane’s desire that all side issues not of 
an educational character be eliminated, entertainment features 
will be relegated to second place. 

The eight thousand shoe merchants in Ohio, Michigan, In- 
diana, and Illinois will receive personal invitations to come to the 
Toledo meeting. Both the program of the convention and the 
entertainment features are designed to make their trip to Toledo 
not only well worth their time and money but profitable to 
everyone. 
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Failures 


Boston.—Max Feldman, shoes, reported assigned. Reported offering to com- 
romise at 25 per cent. Assigned to M. Burl Ulin, with liabilities of about 
$3,000: assets approximately $1,200. 
L. R. Goodman, leather, reported meeting of creditors called for Feb- 
ruary 2, last. 
N. E. Robbins, wholesale shoes, reported meeting of creditors called for 
February 2, last. 

Worcester, Mass.—Worcester Felt Shoe Co., reported at the meeting of cred- 
itors, held January 23, the assets were given at $112,945.85 and the total 
liabilities $146,021.65. The outcome of the ae was that a committee 
consisting of Mr. Hewey, representing the Graton & Knight Mfg. Co., the 
largest creditor; Mr. Goodwin, representing the Lynn Last Co., which is 
also a large creditor; and Mr. T. F. Dolan of the Shoe and Leather Mer- 
cantile Agency, Inc., Boston, representing creditors whose claims aggre- 
gated about $6,000, were appointed to investigate the situation. he 
creditors’ committee visited the factory on the afternoon of the 24th and 
made a general inspection of the premises, material on hand, etc. They 
also had a conference with Mr. Fuller, who made an offer of $5,000 for the 
assets, which offer the committee promptly turned down, and he was no- 
tified that poueungs would be taken to wind up business. On the 25th, 
however, T. F. Dolan, as one of the committee, was notified that M.. 
Fuller wanted some further time in which to determine whether or not he 
could make an offer of settlement that would be satisfactory to the com- 
mittee, and it was agreed to hold the matter in ance until the first of 
this week, when it is expected that Mr. Fuller’s final offer will be made. 
At a meeting of creditors held several days ago, a first dividend of 5 per 
cent was declared on all claims filed and allowed, same to be paid within 
ten days from January 25. 

Pittsfield, Mass.—Morris Meirowitz, shoes, reported petitioned into bankruptcy: 

Somerville, Mass.—Harry Swartz, shoes, reported petitioned into bankruptcy- 

Lynn, Mass.—Simon Hirshberg (Standard Shoe Co.), shoes, reported assigned. 
Reported liabilities about $9,000; assets about $7,000. 

F. A. Kollock Co., women’s slipper manufacturers, reported assigned to 
Chas. E. Wilson and Walter H. Southwick, both of Lynn; liabilities quoted 
at about $7,500. 

Dothan, Ala.—Foy & Williams, shoes, etc., reported an involuntary petition in 
bankruptcy has been filed against these parties. 

Plant City, Fla.—J. W. Wilson, shoes, etc., reported assigned. 

Stoughton, Mass.—W. B. Churbuck, shoes, reported meeting of creditors called 
or February 3, last. 

Forrest City, Ark.—Warshavsky Department Store, shoes, etc., reported offer- 
ing to compromise at 25 per cent. 

Hartford, Conn.—Kewa Silverman, shoes, etc., reported has filed petition in 
bankruptcy, showing liabilities of $1,282, and assets, consisting of stock in 
trade valued at $800 and fixtures of $200. 

Pomona, Cal.—Carper & Co., shoes, etc., reported assigned to Los Angeles 
Wholesalers’ Board of Trade. Liabilities estimated at more than $20,000; 
assets estimated at about $14,000. 

Winsboro, Tex.—R. H. Patrick, shoes, etc., reported embarrassed. Reported 

out. 

Memphis, Tenn.—C. M. Schwartz (S. Schwartz & Son), shoes, etc., reported 
offering to compromise at 33 1-3 per cent. 

— —— Bros., shoes, reported meeting of creditors called for 

‘ebruary 9. 

Londonderry, Vt.—Londonderry Trading Co., shoes, etc., reported assigned. 

Ware Neck, Va.—Taliaferro & Anderton, shoes, etc., reported asking general 
extension. 

Bluefield, W. Va.—Harry Stolch, shoes, etc., reported petitioned into bank- 
ruptcy. 

Antigo, Wis.—Louis Krom, shoes, etc., reported embarrassed. 

Marshfield, Wis.—G. R. Gustafson, shoes, etc., reported petitioned into bank- 


ruptcy. 
Montreal, P. Q.—Allies Shoe Co., shoe manufacturers, reported assigned. 
N. Dorval, shoes, reported offering to compromise. 
McCrudden Shoe Co., shoe manufacturers, reported assigned. 
— Fla.—Berman & Gerbert Shoe Co., shoes, reported petitioned into 
ankruptcy. 
d.—I. C. Bowen, shoes, etc., reported offering to compromise at 
per cent. 
Columbus, Ga.—Mrs. Annie Pincus (New York Bargain Store), shoes, etc., 
reported petitioned into bankruptcy. 
Sycamore, Ill.—Geo. Morris, shoes, reportedYembarrassed; reported meeting 
of creditors called. 
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The Last Week’s Failures, 


Suspensions and Changes 


Flora, Ill.—Jesse C. Meyer, shoes, etc., reported petitioned into bankruptcy. 

Sandoval, Ill.—B. Cain, shoes, etc., reported petitioned into bankruptcy. 

Springfield, Ill.—Globe Department Store, shoes, etc., reported petitioned into 
bankruptcy; reported receiver appointed. . 

West Point, Miss. mmelman’s Department Store, shoes, etc., reported peti- 
tioned into bankruptcy. 

St. Louis, Mo.—Harry Wiese, shoes, etc., reported asking general extension; 
also reported petitioned into bankruptcy. A 

Detroit, Mich.—Norman Slobin, shoes, etc., reported offering to compromise 
at 25.per cent. n 

Barstow, Md.—I. C. Bowen, shoes, etc., reported offering to compromise at 
60 per cent. 3 

Binghamton, N. Y.—Conrow & Sheehan, shoes, reported financially involved, 
and have filed petition in bankruptcy; stock estimated at about $2,500, 
and liabilities amount to $5,177.25. = 

Chadbourne, N. C.—E. Joseph, shoes, etc., reported assigned. 

Cuylersville, N. Y.—Baldassare Villareale, shoes, etc., reported petitioned into 
bankruptcy. 

Coshocton, Ohio.—A. S. Rosenberg, shoes, etc., reported petitioned into bank- 
ruptcy. 

Hanover, , B. Katz, shoes, etc., reported petitioned into bankruptcy. 

Allentown, Pa.—Wm. C. Callah shoe facturers, reported offering gto 
compromise at 25 per cent. 





Changes 


Boston.—Boston Hide and Leather Co., leather, incorporated with authorized 
capital of $80,000. i . 
Rochester Cut Sole Co., Inc., incorporated—authorized capital, $100,000. 
Thayer, Foss Co., upper leather, capital increased by $70,000. 
Haverhill, Mass.—E. & B. Shoe Co., shoe manufacturers, Adrian J. Eno and 
Israel J. Bloomfield retire. 
Samuel H. Hayden, Inc., shoe manufacturers, incorporated with authorized 
capital of $5,000. 
Lynn, Mass.—Boudoir Slipper Co., Inc., manufacturers, Solomon Lemon re- 


tires. 
Coffin-Colton Co., shoe manufacturers, succeeded by Colton Shoe Co. 
Wallace B. Phinney & Co., cut soles manufacturers, Wallace B. Phinney re- 
tires—E. H. Townsend continues under old style. : 
Newburyport, Mass.—A. N. F. Shoe Co., manufacturers of infants’ turn shoes, 
recentl d busi here. ahs 
Worcester, Mass. —Dedeaen & Heywood, shoes, reported will liquidate. i 
Mena, Ark.—Lockridge Dry Goods Co., shoes, etc., G. L. Lockridge retires. 
Hermitage, Ark.—T. i Trotter & Co., shoes, etc., sold out to E. D. Upton. 
Louisville, Ky.—Carter Dry Goods Co., shoes, etc., capital increased to $500,000. 
Los Angeles, Cal.—Los Angeles Saddlery and Finding Co., leather and findings, 
succeeded by Litchtenberger-Ferguson Co. _ x ‘ 
Meriden, Conn.—J. M. Delaney Co., leather, incorporated with authorized 
capital of $250,000. , : ‘ 3 
Franklin, Ind.—J. Irving Spingler, sold interest in Spingler-Stainbrook Co. to 
Stainbrook & Ballard. Has three small stores to which he is going to give 
his time. Stores at Newcastle, Columbus and Ladoga—making F ranklin 
his headquarters. 
Pottar, Kas.—W. A. Hodge, shoes, etc., sold out to Alva Gray. 
Jersey City, N. J.—Chas. % Roche, shoes, out of business. 7 
Brooklyn, N. Y.—Levenberg & Chasan, Inc., shoe manufacturers, incorporated 
with capital of $2,000. B , 
Brooklyn Baby Shoe Mfg. Co., Inc., shoe manufacturers, incorporated with 
capital of $5,000. 
John Eserer, shoes, sold out. y 
Fischer & Levy, Inc., shoes, incorporated with capital of $15,000. 
Philip Greenfield, shoes, sold out. 
Marion, Ohio.—Walsh & Carbaugh, shoes, etc., succeeded by Walsh Shoe Co. 
Granger, Texas.—Granger Mercantile Co., shoes, etc., filed notice of dissolution. 
—— Mo.—Wilson & Fredendall, shoes, etc., sold out to M. Chasnoff & 
on. 
Ames, Neb.—F. W. Meis, shoes, etc., sold out to Forrest Jones. 
Cedar Bluffs, Mo.—L. Killiam & Co., shoes, etc., sold out to W. F. Meheney. 
Valparaiso, Neb.—W. P. Allen, shoes, etc., sold out to O. N. Magee. 
West Hoboken, N. J.—Samuel Persky, shoes, sold out—reported left town. 
New —- City.—Max Goldberg (756 Tremont Ave.) shoes, succeeded by A. 
raaf. 
G. R. Kinney Co., Inc. shoes, incorporated with capital of $1,650,000. 
Stewart Shoe Co., Inc., shoes, etc., incorporated with capital of $5,000. 
Louis Beier (843 Second St.) shoes, sold out. 
(Continued on page 75) 











The Children’s Line that in spite of advancing cost 
will retain its high standard of quality. The prompt 
“in-stock” service is an added advantage to the trade. 


F40—Patent, with Mat Calf Top. 
5 to 8, $2.00 834 to 12, $2.25 12% to 2, $2.75 


In Stock 


Fee ets t0.12,92.3012%t02,92.80 In Stock 
F43—Tan Calf. 


F4l 5 to 8, $2.30 834 to 12, $2.55. 


Williams, Hoyt & Co., Rochester, N. Y. 
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Classified and Opportunities Department 


“Recorder” 


page per issue: 


7 times 
$3.00 
6.00 
9.00 
12.00 


1 time 
$4.00 
8.00 
12.00 
15.00 


Space 
1 inch 
2 inch 
3 inch 
4 inch 


rates for space less than one-eighth 


13 times 
$2.75 
5.25 
7.75 
10.00 


OSITIONS WANTED: Three cents per word for 
each insertion. 


Minimum amount accepted, 


sixty cents. For other “Want” advertisements, 


five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
vertisement for address. 
plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


26 times 52 times 
$2.50 $2.00 
4.75 4.00 
7.00 6.00 


Minimum 


When advertisers desire re- 


paid for accordingly. Answers to ads must be sent 


9.00 8.00 


under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


SALESMEN WANTED 


LINE WANTED 





ALESMENSWANTED—Say, what would you 
S think of an opening that would give you a 
monopoly of the territory allotted, automobile for 
soliciting, — and commission, binding contract 
safe for arties, you to invest from one to five 
thousand —_ in the company’s securities ac- 
cording to the earning possibilities of the territory 
allotted? To the iy man the above oppor- 
tunity would spell life long position with increasing 
value. Only first-class specialty men or shoe men 
need apply. Address A843, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


HOE SALESMEN WANTED—Who have an 
established trade with best dealers in following 
cities and near-by territory to sell one of the 
strongest lines of children’s and infants’ turn shoes 
and diesem: New York, oo Cleveland, 
Atlanta, New Orleans, and also salesmen who have 
established trades in Southern and Western States. 
Address with references X,care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMAN WANTED for territory including 
S all towns west of Denver. Preference given to 
man now selling high-grade women’s shoes on coast. 
To the right man this will be a big proposition. 
Address D. Armstrong & Co., Rochester, N. Y. 


ANTED—A first-class salesman with an es- 

tablished trade among the best retailers to 

sell a well-known brand of men’s fine shoes in the 

Far West. Address A842, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


ANTED—Salesman to carry as side line 
short line of ladies’ ular-price novelties, 
made in St. Louis and carried in stock. Will pay 
5 - cent commission. Address — P. Wo! 
1 Washington Ave., St. Louis, M 


ANTED— Experienced salesm 
commission the * *KESCO” line ot ‘infants’, 
children’s and misses’ turns and McKays in Wash- 
ington, Oregon and California. Can be carried 
with line not conflicting. Address with references 
The Kepner-Scott Shoe Co., Orwigsburg, Pa. 


Wat High-class shoe salesman with es- 
tablished trade in Nebraska for well-known 
meral line. Attractive proposition for right man. 
n aes ste state experience and give references in 
first letter. Address A840, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


We ae utable salesmen 
with established trade, able to finance their 
oe tipo, to carry an exceptionally strong line of 
oo established reputation and approved 
qualities. 
hm territory covered, present line car- 
vied and full’ information must ‘be given in reply. 
Territor ery ee ig York, Pennsylvania, Indi- 
ana and Illinois. "A838, care Boot and 
Shoe Recorder, 207 South — ye Boston, Mass. 


POSITION awaits a first-class salesman, ac- 
uainted and familiar with the shoe- 
manufacturing trade, with the oldest and largest 
manufacturers of fibre and ow ¥ phy and heels 
for manufacturing purposes. man thoroughly 
familiar with caen bottems wr. Wide range 
of Senery ere Communications to be con- 
sidered absolutely confidential. Address A825, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ALESMEN AL peng cnr oma men with 
S establish established, 
in-stock line 7 La 

and selling features. 

tories open: Southern Ohio; 
Tilinois; Kansas and 

with details of experience, 
Lowell, Mass. 





























— a values 
ond Southern 
Address, 
Company, 


ETAIL SHOE SALESMAN WANTED— 
Steady position to right man who can sell 
shoes. Weiler Bros., Portland, Ind. 





MANUFACTURER'S line of women’s popu- 

lar-priced style shoes. Iowa, Nebraska, Kan- 
sas. Ad A839, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill 





POSITION WANTED 





FOR SALE 





, er MAN, 27, single, 12 years’ experience 
in retailing of ‘shoes, at present employed, 
seeks to make a change. Buyer, manager and 
window trimmer y the S oases 6 years with present 
employer, but has reached his limit of opportunity. 
Address A841, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


Gate BRITAIN AND pO eo me ree 


large retail houses, is to it a good 
American house. Di eee the war. 
Address L. Cantor, 5, Claremont Road, Westcliff- 
on-Sea, Essex, England. 


Shr | POSITION—Large trade in Indi- 
ana, Fomanky and South. Al line men’s 
preferred. Lp my credentials. Address 5. 
= _ and Shoe Recorder, 207 South St., Bos- 

nm, Mass. 

















HELP WANTED 


=. > profitable established upstairs 
shoe _ business. as a display. 
Best location in Albany, N. Y. R. 
No. Pearl St. 


Fo, SALE—Only exclusive shoe store in one of 
the best towns in Arkansas, population 5,000. 
Clean stock, cash trade only. 
town. Best reason for selling. Don’t reply unless 
= mean business. Address A834, care t and 
hoe Recorder, 207 South St., Boston, Mass. 


. Howard, 





location in 








BUSINESS OPPORTUNITY 


ALESMAN with cash and 20 years’ experience 
S would like to arrange with small but honest 
manufacturer of ladies’ slip 
make one or twos ied novel ities. 
I sell them, and divide the profits. I can advance 
some = wee my share if se- 
cured. ress care Post and Shoe Re- 
corder, 207 South St., Boston, M ass. “af 





or low shoes to 





i ye large retail shoe —— a window 
trimmer and advertising m Good i- 
“- for the right party. Address ‘A837, care t 
and Shoe Recorder, 207 South St., Boston, Mass. 


QP tailing and stock de wanted in shipping, 
selling and stock seeneess of a —— 
Must be capable of selling. 
caring for stock, filling orders and taking care of 
ompenen 's sample department. of 
good opportunity is open to a mite abilit: 
and experience that can furnish satisf nctory vel. 
erences. 
Prefer a agua man having some experience in 


factory de a eal 
, experience an ex- 
pected. Address wtyy4 care Boot and Shoe Re- 
pee my 207 South St., Boston, Mass. 





turer of men’s shoes. 








LINE WANTED 


INE WANTED—If your merchandise is suit- 
able for the best mail-order houses, jobbers 
and retailers, the advertiser having successfull 
sold such trade for many years. Would be | 
to have your line. Energy and ability. ddress 
A835, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 





FIRM of high moe & in the wholesale boot 
oe Sa ae havin, Le a large connection 
among wholesale and uyers, as well as 
among shoe nV ry is anxious to represent 
first-class manufacturing houses of medium and 
best class goods, ladies’ and gents’, also first-class 
leather houses. Highest references exchanged. 
Address Box 35, Boot and Shoe ose, 1l, 
Queen Victoria St., Lendon, England. 














WANTED TO PURCHASE 





O PURCHASE—Mismates wanted. Ad 
"T "shen thee Ga, tea ae men 





Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 
HIGHEST CASH PRICES PAID 
Drop a Line to 
A. M. SACKS 
Street 


19 Albany . Masse. 


CASH PAID 


for shoe stores or surplus stocks of shoes 
oiew ——- Leases taken 

over. e will sen tee te te 
Savestigntoand mahoedine epee peauels 


Max Kalter Mercantile Co. 
106 Grand St., New York City. Phone,Spring9413 
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National Shoe | Machine Corp., incorporated with capital of $22,000. 
lo es os Brant Co., s oes, etc., incorporated 
Yonkers, N. Y.—M. Friedlander & Co., Inc., leather, recently in ited. 
Minot, N. D.—Larson & Co., shoes, etc., sold out to Frank Morrow Almy. 
Leigh, +m —A. J. Mersny, shoes, etc., sold out to Frank J. Luchan. 
Passaic, N. J.—M s d St.), shoes, sold out. 

New York “City. ie ‘Accurso & Co., shoes, dissolved partnershi 

Cone pCa. Neb.—Burke Mercantile Co., shoes, etc., sold out to P. J. Eoff 


Epping, N. H.—J. A. Corning Co., shoe manufacturers, incorporated with 
onpherinn’ capital of $10,000. 
Newark, N. J.—Ideal ther Co., incorporatedwith yo of $10,000. 
Altus, Okla.—J. H. Manning, shoes, sold out to L. E. 
ae NY —M. L. Weise ger Co., shoes, etc., iootepeenned with capital 
o 
Wadsworth, Ohio. —The Durling Shoe Store, shoes, sold to C. J. Irey and will 
be known as the “Irey Shoe Store.” 
St. Clairsville, Ohio.—The Fletcher Co., shoes, etc., sold out to M. Luman. 
New York City.—A, bee & Neuman has been incorporated and is now known 
as Appelbee & Neuman, Inc. 
Samuel Rosen, shoes, sold out. 
Mickel Schwartz, shoes, succeeded by Schwartz & Glasaroth. 
Antonio Zanfardino, shoes, sold out 
Albany, N. Y.—Smith & Herrick Co., wholesale and shoe manufacturers, cap- 
ital increased to $50,000. 
Trenton, Ohio.—Union Mercantile Co., shoes, etc., sold out to F 
, Okla.—Knox & Stout Clothing Co., shoes, ete., succeeded by T e Gott- 


ieb Co. 
Cleveland, Ohio.—Otto J. Houck, shoes, 8606 Superior Ave., sold his stock to 
an Eastern syndicate and will engage in other business. 
yd Balsman, shoes, 2730 Central Ave., died January 1. Stock to be 
sold out 
C. Molt, shoes, etc., 7404 Woodland Ave., sold out his stock to the 
Bailey Co. ’and will retire. 
Cincinnati, Ohio.—The Haldy-Merkel Shoe Co., manufacturers of infants’ soft- 
soled shoes, moved from Cincinnati to 515-519 Scott St., Covington, Ky. 
Toledo, Ohio.—F. G. Shawaker Co., leather, capital increased to $100,000. 
Mt. Union, Pa.—C. B. Crum, shoes, etc., sold out to I. Workman. 
Cincinnati, Ohio.—Durrell Bros. Co., wholesale shoes, incorporated with au- 
thorized capital of $10,000. 
Payne, Ohio. “_G G. Dyarman & Co., shoes, etc., succeeded by H. F. Gathman. 
Bristow, Okla. —Richards & Co., shoes, etc., succeeded by Tisdons & Voogd. 








with capital of 
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™, Seats Department Store, shoes, etc., incorporated with capital of 
Philadel, Pa.—Gertrude Jacobson, shoes, sold out is 4 auctioneers. 

A. H. Underdown’s Sena, rubber shoes, Americus R. Underdown retires. 
Pittsburgh, Pa. nen Department Store, Inc., com, etc., capital stock 

reduced to $9,625,000. 

Wilkes Barre, Pa. oe sae Jonas’ Sons, shoes, etc., sold out to Wm. MacWilliams. 
ane I.—Sample Shoe Co., shoes, incorporated with authorized capital 
—. Pa.—David M. Pauley Co., leather, charter _ for. 
Fungenet, B. . I.—Beekman & Moran, shoes, succeeded by Modern Shoe Store 


0. 

Morristown, Tenn.—Helm Clothing and Shoe Co., shoes, etc., incorporated with 
capital of $5,000. 

Lampetee Texas.—Higdon-Senterfitt Andrews & Co., shoes, etc., succeeded 

Senterfitt-Andrews & Co. 

Stoughton, Wis.—Mela 1as-Johnson Co., shoes, etc., C. J. Melaas retires—B. 

rickson admi 

Waukesha, Wis.— rise Mercantile Co., shoes, etc., M. J. McCoy retires. 

Montreal, P. Q.— ros. (True Fit Shoe Store) shoes, dissolved partnership 

Dixon, S. D.—E. a Wales, shoes, etc., = out to Samuel Ludwig. 

Frametown, W. Va. —Frametown Store Co. , Shoes, etc., sold out to A. C. James. 

North petseel, Wis.—M. Schroud, shoes, etc., sold out. 

Egan, S. D — Hendrickson Bros., shoes, etc., sold out to Frank S. Plattner. 

Dayton, Tenn.—R. J. Coulter, shoes, etc., sold out. 

Nashville, Tenn.—J. W. Carter & Co., shoe manufacturers, will start March 1 
additional plant in mb for manufacture of men’s fine welts, moving 
equipment of MacDonald & Kiley to their —. amen Will be known 
in the trade as the J. W. Carter Chicago ~~ 

Commerce, Tex.—Dunn-Finney Dry oes, “ete., notice of dissolu- 


tion 
, Parker & Co., shoes, etc., decreased capital to $3,300. 


Reno, Tex. —Stur, 
Houston, Tex. te Leader Co., shoes, etc., incorporated with capital of 


Mabank, "Tex.—B. Hastie. & Co., shoes, etc., incorporated with capital of $10,000. 
Oshkosh, Wis.—W. H shoes, advertising to sell out. 

Laramie, Wyo. —Drew Caine Co., shoes, etc., succeeded by Woodford Cloth- 
Danville, Va.—Thompson Canter Shoe Co., shoes, succeeded by R. C. Thomp- 


New *“Martingville, W. Va.—Francis & Harman, shoes, etc., dissolved part- 
nership. 





WANTED TO PURCHASE 


WANTED TO PURCHASE 


MISCELLANEOUS 











a 


We Buy for Cash 


Brenan § Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 





ties no object. 


Corres 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
ndence Confidential 
stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 





READY 


Complete Direc- 
tory of manufac- 
turers catering to 
the Findings trade. 
Two sections— 
Products and Trade 
Names. Alphabet- 
ically arranged. 
Easy to consult. 

One FREE with a year’s subscription 
to SHOE FIN DINGS, the monthly accessory 
journal of the industry. Order today. Puy 
after receiving first copy. 


ShoeFindings (arco, ii: 











from retailers or manufacturers. 





Send us particulars of what you 





have for sale. 
Short Term Leases Taken 
We Pay Highest Cash Value 


MISCELLANEOUS 











VAN PRAAG & CO., 


Shoe Dept., Martin Posner, Manager 


**Florida by Sea’’ 


SERVICE FROM BOSTON 


15-17 Greene St., New York, N. Y. 


TORE LADDERS 


and Return. 








Telephone 2348-2249 Spring 
BEEBE BEHEHE EEE 


$45.00 Jacksonville 
14-day—2500-mile trip. Every Thursday. 








ks $18.00 Old Point, Va., and Return. 
8 Cat ey i al pe ming Every Saturday. 
, coedabaeieenes onn.ae 00 ‘Sadao D.C., and Ret. 
2 All Mercantile Lines 
“Hardware and Implement Houses, 
Stoves, Shoe and 
Foc! Soa Recenstey Kids as phis, Thur. 5 P.M 
UCRT UGA RUNRCRG, NEAT AND STRONG 
P \ Sst like weaving 
cater \\ = anke ee pa pl > 
YN, N.Y. =| \ Both hands free for seuroving or placing 
BASY 4O INSTALL—GOCMPY SMALL SPACE 











Do You Wish to Raise Cash Quick? 
Entire or surplus stocks of shoes 





Retail or whol 
WRITE US 
tly Contidenttal 

Brookl n Purchasing Syndicate 


for particulars 
Merchants ny Miners Trans. Co. 
SnSt~ Bis Pier S Metiere Ave. 


ge ae St. 
Gonctuies” Trine tn 





ALKER 


610 BROADWAY BROOKL: 
"Ww the World” 

















XPORT CASH worry BUYER 


at any time buy 10 to 100,008 B. W. GODSOE, Pres 


W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


coors MAT KID 


COLORS 
95 South Street, Boston 
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WON 


T NAN 
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RITISH ORDERS 
FORBID TRADING 
IN HIDES 


I 


LONDON (Cablegram from Amer- 
an consul general, London, dated 
eb. 3.)—War Office forbids pur- 
hase, delivery, or negotiations re- 
ating to wet salted hides of 45 
ounds and upward, dry salted hides 
f 25 pounds and upward, and dry 
ides of 18 pounds and upward at 
srices exceeding by more than 1 
er cent prices at which said hides 
ere sold by or on behalf of the im- 
rter thereof into United King- 
om; unlicensed hide brokers are 
fused permission to engage in 
otiations for purchase or sale of 
ych hides, and no tanner may pur- 
hase hides without giving guar- 
ity to put the hides purchased into 
mocess of manufacture of leather 
table for military requirements. 
\ll persons engaged in the hide busi- 
$s must furnish the Director of 
my Contracts particulars as to 
heir business. 


DETAIL SHOE SALES- 
MEN GIVE SECOND 
ANNUAL BALL 


BOSTON.—The second annual 
mcert and ball of the Boston 
Retail Shoe Salesmen’s Association 
2s held in Boston Monday, Feb. 
with 500 guests present. 
The floor marshal was Herbert 
E. Currier, assisted by Dexter 
wiss and Henry P. ——- 
he floor director was Paul H. 
boodhue, assisted by C. J. Carlisle 
nd Irving Bancroft. Walter A. 
impson, chief of aids, was assisted 
frank J. Coakley, D. R. Hall 
nthe members of the association. 
he reception committee was Clar- 
nce W. Pollock, M. H. Cohan, R. 
’. Daley, H. Gardner, W. S. Har- 
an, H. ts Harney, M. Rydier, H. F. 
Mdisbury and J. Wyman. 


ARLY CLOSING! 
AGREEMENT 


hree_ Nights With the Family 


PHILADELPHIA, PA.—Benja- 
tin Klein, Manager of The Boston 
hoe Market, Inc. store ‘at 2434 
ensington Ave., Philadelphia, Pa. 
giving a great deal of his time in 
m effort to bring the shoe dealers 
2 the Kensington section of Phila- 
iphia into some agreement regard- 
ng early closing. The plan is to 
have the stores close three nights a 
week whereas now they are open 


every night. - 


prepared by advocates of 





ACTOR Y EXTENSION 
UNDER. WAY 


ST. LOUIS—The Lund-Mauldin 
Company have acquired title to ad- 
ditional factory space at Highland, 
Ill. Work has been begun on the 
new addition, which it is expected 
will be ready for occupancy by 
April Ist. 

With this addition the Lund- 
Mauldin Company will own a thor- 
oughly equipped and modernly ar- 
ranged plant of about 40,000 square 
feet floor space, specializing in me- 
dium-priced men’s welts. The fac- 
tory has, been run under pressure 
from the beginning, and is now turn- 
ing out over 800 pairs per day. The 
extra space will make it possible to 
more than double this output. 


YRADING STAMPS 
UNDER FIRE 


ST. LOUIS—The trading-stamp 
war in Missouri is being waged be- 
fore the State Legislature at Jeffer- 
son City, as a result of the intro- 
duction of bills taxing merchants on 


Stirring Meeting 


——— 


Facilities of the 


The New England Shoe and Leath- 
er Association, at its annual meeting 
at 166 Essex Street, adopted reso- 
lutions “‘pledging to the President 
and to Cama as loyal American 
citizens our united support in any 
effort that they may undertake to 
uphold the honor and dignity of the 





nited States, at the same time ex- 





W HEREAS,—The Presiden 


pean war: and 


by the people; be it 





necessary to sever the long-existing diplomatic relations between our 
country and the German Empire, as a result of the invasion by that 
Empire of our rights as a neutral nation in connection with the Euro- 


W HEREAS—We firmly believe that this action is justified not 
only by the requirements of our national honor, but in the interests 
of all neutral countries, as well as for the preservation of government 


RESOLVED—That the members of the New England Shoe and 
Leather Association, in annual meeting assembled, at Boston, this 
seventh day of February, nineleen-seventeen, do hereby most cordially 
approve of this act of the President; 

RESOLVED—That we pledge to the President and to Congress 
as loyal American citizens our united support in any effort that they 
may undertake to uphold the honor and dignity of the United States 
at the same time expressing our fervent hope that the American people 
will awaken permanenily to the pressing need of greater military 
preparedness for the defense of our Republic 


and be it further 








their gross sales if they use trading 
stamps. The tax is set at 5 per cent. 
Hearings have been commenced by 
the committee in charge of the 
measure and much argument is be- 
ing presented by both sides. As a 
result of the contest the newspapers 
of the metropolitan districts are 
being filled with paid display argu- 
ments on both sides of the question, 
e prin- 
ciples involved. 


pressing our fervent hope that the 
American people will awaken per- 
manently to the pressing need of 
greater military preparedness for the 
defense of our republic.” 

President Thayer spoke on the 
situation of America with Germany 
as follows: 

“The act of our President in hand- 
ing to the German Ambassador his 
passports was one of the most dra- 





matic and thrilling events that our 





QHOE AND LEATHER 
MEN BACK UP WILSON 


of New England 


Shoe and Leather Association 


Industry Pledged 


national capital has ever staged, and 
I think you will agree with me that 
it was taken only after the exercise 
of patience and forbearance on the 
part of our President that speaks 
well for his judgment,and conserva- 
tism. 

_ “There comes a time when pa- 
tience ceases to be a virtue, and 
surely that time has arrived in the 
case of Germany versus the rest of 
the civilized world; and that this 
was the feeling of our entire nation 
was proven without the possibility 
of doubt | the unanimous chorus 
of approval of our President’s act 
that instantly came both from our 
people in all walks of life and from 
the newspaper press. This unanimity 
in » was nothing less than in- 
spiring, and we hope and feel that 
the lesson of it will in time impress 
itself upon the obtuse mentality of 
those war-mad miscalled leaders of 
the people in Europe, who must be 
held wholly responsible for the awful 
cataclysm in which a large section 
of the old world is involved today. 


American Awake to Dangers 

“America is indeed awake, nay, 
even Pan-America has awakened to 
the danger that threatens all govern- 
ment by and of and for the le, 
and is a to - solute 
necessity of greater military pre- 
paredness for possible troubles that 
the future may bring to all of our 
western hemisphere. 

“Indeed, I, for one, am especially 
gratified to learn of the practically 
unanimous sentiment favoring the 
action of our country toward Ger- 
many that prevails in these South 
American republics, one at least of 
which we are to hear something about 
this afternoon. It is very significant 
of that international fellowship that 
I feel sure in time will come to be 
an actuality rather than a theory. 


All Aliens Should Citizenize 

“Let us hope and pray too that 
this new situation, and what may 

ow out of it, will, likewise, make 
or a greater and broader and dee 
Americanism in our own republic, 
the need of which was apparent to 
many of us long before present 
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crisis arose. In fact, I would like at 
this time to strongly commend to 
you the very important movement 
that has recently been inaugurated 
by the National Bureau of Educa- 
tion looking to the Americanization 
of aliens living in our midst, and 
rticularly those employed in our 
industries, and in which work our 
Association already is actively co- 
operating. ; 
Officers and directors of the New 
England Shoe and Leather Associa- 
tion, elected are: President, Harry I. 
Thayer, Thayer-Foss Co., Boston; 
vice-presidents, Arthur C. Lawrence, 
A. C. Lawrence Leather Co., Boston; 
Henry B. Endicott, Endicott, John- 
son Co., Boston; Fred B. Rice, 
Rice & Hutchins, Inc., Boston. Sec- 
retary and treasurer, Thomas F. 
Anderson, Boston. Directors, Frank 
G. Allen, Winslow Bros. & Smith. 
Co., Boston; Junius Beebe, Lucius 
. Beebe & Sons, Boston; Frank R. 
Briggs, Thomas G. Plant Co., Bos- 
ton; Charles A. Brown, Brockton 
Rand Co., Brockton, Mass.; Fred 
A. Chilton, Richard Young Co., 
Boston;: Louis A. Coolidge, United 
Shoe Machinery Co., Boston; Charles 
F. Cotter, Cotter Shoe Co., Lynn, 
Mass.; Walter T. Creese, Creese & 
Cook Co., Danvers, Mass.; Albert 
M. Creighton, Lynn, Mass.; Fred- 
erick W. Dow, Tolman, Dow & Co., 
Boston; John E. Driscoll, American 
Hide and Leather Co., Boston; Fred 
F. Field, Jr., Fred F. Field Co., 
Brockton, Mass.; Frank H. Gage, 
Rousmaniere, Williams & Co., Bos- 
ton; P. J. Harney, P. J. Harney Shoe 
Co., Lynn, Mass.; Arthur C. Heald, 
Stetson Shoe Co., South Weymouth, 
Mass.; Charles H. Horne, Haverhill, 
Mass.; Ernest H. Howes, Howes 
Bros. Co., Boston; William A. Knipe, 
Knipe Bros. Inc., Ward Hill, Mass.; 
N. t. McKay, Surpass Leather Co., 
Boston; H. Fred Lesh, Kistler, Lesh 
& Co., Boston; William H. L. Odell, 
Besse, Osborn & Odell, Boston; 
Louis P. P. Osborne, C. P. Osborne 
Co.,. Peabody, Mass.; George M. 
Peabody, E. E. Taylor Co., Boston 
and Brockton, Mass.; A. J. Sweet, 
Lunn & Sweet Shoe Co., Auburn, 
Me.; Arthur W. Wellington, United 
States Leather Co., Boston. 
Cloth Over Vamps of Leather 
In samples already seen for Fall, 
are noted a goodly proportion of 
cloth tops over vamps of patent 
leather and some of colored kid, but 
one manufacturer believes that if 
fabric manufacturers raise prices, 
whether of necessity or otherwise, 
to a point where the cost approxi- 
mates the cost of leathers, the 
prospects of a vogue in cloth starting 
at the top of the trade and working 
down will be very much less favor- 
able tha nat present. 





HicH STYLES 
THROUGH FABRICS 


Brooklyn Style Trend Analyzed 





BROOKLYN—Of the exponents 
of high style and art in shoemaking 
who have built in the industry the 
reputation of the Borough of Brook- 
lyn, New York, many are looking 
to fabrics as materials of great 
promise in the cycle of style in foot- 
wear. Speaking generally, a ma- 
jority of Brooklyn’s manufacturers 
look for the adoption of fabric in 
shoes, a condition which supports 
the argument of President McGowin 
at the Cincinnati Convention of the 
National Shoe Retailers’ Association, 
that the success of these materials 
rests upon their adoption first in 
the highest grades, to assure the 
dominance of the style element, 
thus aiding merchants handling all 
the various grades of shoes to sell 
their lines on a style rather than a 
price basis, and to maintain that 
legitimate profit on shoes to which 
any merchandise swayed by style 
is entitled-as a business risk. 


Planning Fall Fabric Footwear 


At present Brooklyn manufac- 
turers have made up many cloth 
top samples, and although present 
success in marketing these lines is 
limited, they hope for a bigger devel- 
opment in cloth and many will put 
cloth samples to the front in their 
Fall selling. The trade at present 
wanting shoes in Brooklyn grades 
is fairly strong in its demand for 
leather tops, and despite the short- 
age in colored kid is ordering even 
ten inch boots regardless of cost. 
Of the cloth top shoes for immediate 
delivery, gray and fawn shades, and 
ivory to a limited extent, are the 
principal kinds in demand. Inas- 
much as very few Fall orders have 
been booked, Brooklyn manufac- 
turers are not in a position to esti- 
mate the relative demand for cloths 
and leathers; some hold the opinion 
that it will be a fifty-fifty proposi- 
tion; others are much less sanguine. 


When Kid is Short 


At one nationally known factory, 
a large part of their accepted orders 
is for cloth top shoes; not, as they 
explain it, necessarily because of a 
strong desire for them on the part 
of their customers, but because they 
are declining orders in a great many 
instances where colored kid is called 
for, since it is impossible to get a 
full supply on account of shortage 
in these leathers. Some of their 
Fifth Avenue customers are already 
having a very good sale of these 





goods, and they regard cloth as a 
much more important factor in 
present sales and probably Fall 
sales than it has been for the past 
two years. Inasmuch as almost 
all the Spring business in Brooklyn 
had closed before cloth had mani- 
fested its strength, it is thought 
that cloth with them will be largely 
a Fall proposition. 

How style is made in Brooklyn 
4s a story in itself. A comparatively 
small coterie of designers, buyers 
and students of style trends unite 
to focus the national mirror of 
tyle to the fine point of style 
creation in footwear. Their de- 
cisions have a considerable bearing 
on what the American public is 
likely to wear, and while their 
dominance is not necessarily con- 
ceded in Boston, Cincinnati, Chi- 
cago, St. Louis and other great 
centers, nevertheless a study of 
Brooklyn trends is informative and 
valuable to shoe merchants the 
country over. 


BEAUTS AND BRUTES 





Salesmen Line Up at Banquet 





ST. JOSEPH—On Wednesday 
evening, February, 7, the Noyes- 
Norman Shoe Company of St. Jo- 
seph, Mo., gave its annual banquet 
to the firm’s salesmen at the Hotel 
Robidoux, with seventy in attend- 
ance. re 

Talks were made by R. E. Cos- 
tigan, president of the firm; Freder- 
ick C. Haase, director of the St. 
Joseph Service Bureau for Retailers, 
“Who is really our customer?”’; L. A. 
Millspaugh, salesman, “The gra 
hairs in the salesman’s head”’; W. 7. 
Parry, salesman, “‘After the order is 
sold.” 
Comedy and humor were injected 
in liberal quantities. At the start 
of the season just passed the Noyes- 
Norman salesmen were lined up in 
two groups, the “Beauts’ and the 
“Brutes,” for a contest in selling 
certain lines of footwear. Each side, 
under a general, endeavored to pile 
up such a score as would enable 
them to escape the penalty to be in- 
flicted on the losers. The contest 
result was announced at the ban- 
quet, and the victorious ‘‘Beauts,” 
under General Elmer P. Britt, had 
the pleasure of handing the con- 
quered “Brutes,” under General 
Frank R. Hinds, extra-size corncob 
eae loaded with long green to- 

acco full of the kickingest punch 
that Missouri can grow. A retail 
store employing a fair size sales 
force might borrow this idea to 





arouse” interest in a season’s selling 

Humor was introduced when the 
lights were turned off and a stereop- 
ticon flashed on the screen colored 
slides made from _ photo-cartoons 
drawn by Charles A. Goddard, the 
Noyes-Norman advertising and sales 
promotion manager. Each salesman 
and members of the house staff were 
featured in this series. The Electric 
quartet “gridironed’” the salesmen 
further in songs that brought out 
some of the salesmen’s records and 
characteristics. 

Three new men have been added 
to the sales force this season, the 
firm having extended its territory. 


. 


IOWA CITY, IA.—Bernard H. 


Koyne of Des Moines, whose order Sn 


for a pair of shoes, size 21 has made 
him the talk of the country, ma 
enter Iowa universit 


Hawkeye eleven. 


COMING EVENTS 


Feb. 14—New England Shoe 
Wholesalers’ Association. Reg- 
ular Meeting, Young’s Hotel, 1 

.m. Special feature, “Leather 
e.. Conditions in 1917.” 
a by well known speakers. 

Feb. 

Manufacturers’ Association of 


Greater New York. Hotel 
Biltmore, at 7 p.m. Speakers, 
Senator Wagner, Congressman. 


Griffin and Register O’Laughlin. 
Tickets from Justin J. Latteman, 
Secretary, Brooklyn, N. Y. 

Feb. 17—Annual Banquet National 
Association of Superintend- 
ents and Foremen. Revere 
House, Boston. 


Feb. 19-20—Pennsylvania Shoe § 


Retailers’? Association. Annual 
Meeting, Chamber of Commerce 
Bldg., Philadelphia. All merchants 
invited from Pennsylvania, New 
Jersey, Maryland, Delaware and 
District of Columbia. Notify 
Secretary Carl Schuh, Pittsburgh. 
March 6, 7, 8, 9—Ohio Retail Shoe 
Dealers’ Association. Annual 
Convention and Exposition, Ter- 
minal Auditorium, Toledo. Joint 
convention of shoe merchants of 
Ohio, Indiana, Illinois, and Michi- 


gan. 
March 7, 8, 9—Iowa Retail Shoe 
Dealers’ Association and Trav- 
eling Men’s Auxiliary. Annual 
Convention, Des Moines. Notify 
Roy Stevens, Ottumwa, Iowa. 
March, 13, 14, 15—Indiana Retail! 
Shoe Dealers’ Association. An- 
nual Convention and Style Show, 


Hotel Cla 1, Indianapolis. No- 
tify C. I. Slipher, Indianapolis. 
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A Romance in Feet 


in the Fall FF. 
and try for the post of center on the } 





15—Annual Banquet Shoe § 
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EATHER ASSOCI- 
ATES LINE UP 





For the Prosperity Year 





The Boston Leather Associates 
t their thirty-first annual banquet, 
Wednesday evening, Jan. 31, Hotel 
Somerset, Boston, elected officers 
or 1917. Sig. Rothschild, of the 
Barnet Leather Co., president; Bert 

Gould, of the Bristol .Patent 
eather Co., vice-president; Wm. 
F. Mullins, of Mullins, Trowbridge 
& Co., treasurer; and E. B. Marsh, 
of Eilers & Marsh Leather Co., 
ecrétary. The directors elected are 
H. F. Allen, of Winslow Bros. 
Smith Co., E. P. Douglas, of Pfister 
& Vogel Co., Geo. A. Lapham, of 
Rousmaniere, Williams & ., John 
F. Murphy, of the Ohio Leather 
Co., and Frank J. Haley, of Thayer, 
Foss & Co. 










O LEATHER SHOES 





10,000 Ordered and in the Works 





LYNN.—The first no leather shoes 
for practical wear are on their way 
from Burt’s Ground Gripper 
factory in Grippertown and by the 
time Spring arrives they will be on 
ale in the 36 stores owned by Mr. 
Burt. Already orders for more 
han 10,000 pairs have been received 
t the factory and will be turned 
ut as rapidly as possible. 

The soles, heels and uppers are 
atherless and have been severely 
ested in the Burt stores for several 
eeks. In the construction of this 
emarkable shoe, Mr. Burt, has 
oured the country for special 
materials to produce the most per- 
ect footwear ever invented. 

One feature never before used in 
hoes is a thin layer of “‘heatless” 
laced between the outersdle and 
elt preventing dampness and burn- 
ng of the sole of the foot when 
alking, common in all leather 
hoes. The heel is attached whole, 
ith no toplift to wear off. 

“The no leather shoes will have 
strong, durable, attractive upper of 
trong, durable, attractive upper of 
loth in black, tan or white. The 
ining is of the same material as in 
he leather boots, the oxfords being 
in enamel finish cloth, the stays of 
nitation leather and the insole of 
oth. The counter is flexible as the 
eather and the heel the same as the 
uter sole. 





NEW CONCERN IN 
HAVERHILL 





* The Junior Starts Something 





HAVERHILL—tThe Bradley Shoe 
Company, a “junior” anfgng Haver- 
hill shoe manufacturing concerns, is 
on a par with many “seniors” as 
regards efficiency of operation. This 
plant occupies the entire eighth floor 
ofthe new Andrew J. Tilton Build- 
ing, extending the full 380-feet 
length of that concrete structure. 
Everett Bradley, head of this busi- 
ness, learned the ropes with his 
father, Frank J. Bradley of Hazen 
B. Goodrich & Co. The “junior’’ 
proved an apt pupil, developing ex- 
ecutive as w as manufacturing 
ability. Removing from small quar- 
ters to its present spacious factory, 
the Bradley Shoe Company has 
changed the character of its line. 
The output now consists of women’s 
turn boots and slippers in novelty 
— Boots predominate in fancy 
colors of kid and calf, plain or in 
combination effects. hite boots 
are a feature, while many cloth tops 
are combined with leather vamps. 
Mr. Bradley is preparing new sam- 
ples which represent the most ad- 
vanced ideas in women’s turn foot- 
wear. . 


EW MORRIS 
BANK OPENED 





Helping the Customer to “Pay 
Up”’ 





HAVERHILL—On February 8 
the Haverhill Morris Plan bank 
opened its new quarters in the 
san of Music Building in this 
city. The company is formed along 
the lines which have worked out so 
well in other cities for the purpose 
of loaning small sums to deserving 
individuals, thus eliminating the 
loan-shark evil. The plan in brief 
is that every man who is of good 
character and earning capacity is 
entitled to credit in keeping with 
his needs. Local officers of the 
Haverhill company include several 
members of the shoe manufacturin 
trade, all of whom have taken muc 
interest in the development of this 
idea in Haverhill, through the bene- 
fits which they believe will accrue 
to the small business man, of whom 
Haverhill has, perhaps, more than 
any city of its size in New England. 





IGHTING FREIGHT 
RATE INCREASE 


BOSTON—Hearing on a_freight 
rate case important to New England 
Shoe manufacturers began at Bos- 
ton, Friday morning. This is the 
so-called southeastern rate case_in 
which the railroads and steamship 
companies seek to raise the Boston 
rate 15 cents a hundred unds 
over the New York rate to all points 
south of Baltimore. Heretofore 
Boston and New York have been on 
a parity and manufacturers in these 
two places on an equal footing for 
competing. 

One of the strongest points on 
which the New England industry 
are basing their case is that the 
Philadelphia and New York rate 
remains on an equal footing while 
Boston is asked to pay higher than 
New York: The New England 
Shoe and Leather Association, 
though Secretary Thos. F. Ander- 
son, the Lynn Chamber of Com- 
merce through Secretary Wm. H. 
Day, Jr., The Haverhill Chamber 
of Commerce and Shoe Manufac- 
turers’ association and other trade 
bodies were represented at the 
hearings. The Boston Chamber of 
Commerce actively took up this 
matter last summer and a sum was 
rasied to fight the proposed increase 
from among New England manu- 
facturers, some local men contribu- 
ting to the fund. Francis B. Jones, 
an expert attorney before the public 
service commssion, is coming on 
from Washington to represent the 
protestants. The hearings will prob- 
ably extend over several days. 


EATHER AND 
FACTORY NOTES 





SALEM, MASS.—Dating from 
Feb. Ist the Helburn Leather Co. 
ceased to exist as such being suc- 
ceeded by the Helburn-Thompson 
Co. several new stockholders having 
been admitted. It is understood 
that there will be no change in the 
policy of management of the con- 
cern. 





CINCINNATI, OHIO.—Incor- 
ration -- for $20,000 have 
een filed at Columbus by the 
New Process Tanning Co. with 
offices at 514 Livingston Street by 
Harry E. Freund and Henry D. 
Krause as owners. 





OUIS A. COOLIDGE, 
AUTHOR 





His Biography of Uiysses Grant 
Published 





BOSTON.—Louis A. Coolidge, 
who is Grant’s latest biographer, 
has yy ny fem Asourions, Sar 
men Series a biography of the great 
soldier under the title of “Ulysses 
. Grant,” which has just nD 
published by Houghton, Mifflin 
Company. 

Speaking of Grant’s acts and 
— in their bearing. upon the 
oreign relations of the United States 
today, particularly with reference 
to the handli of the Alabama 
claims, Mr. Coolidge says: 

“Grant must have the credit for 
establishing the principle of arbitra- 
tion in international disputes; for 
this was brought about by reason of 
the firmness with which he held to 
the validity of American demands. 
If anywhere along the line his con- 
duct had been marked by vacilla- 
tion, the result could npt have 
been achieved. To him must go 
also the credit of being among 
the earliest to encourage the prin- 
_ of a world’s congress, as 

terward embodied in The Hague 
tribunal, when to the Arbitration 
Union in Birmingham he said: 
‘Nothing would afford me greater 
happiness than to know that, as I 
believe will be the case at. some 
future day, the nations of the earth 

ill agree upon some sort of con- 
gress which will take cognizance of 
international questions of difficulty, 
and whose decisions will be as 
binding as the decisions of our 
supreme court are upon us. It isa 
dream of mine that some such solu- 
tion may be!’” 


ROBBED 53 TIMES 





Store Must Carry Attractive 
Merchandise 





LOUISVILLE, Ky.—With the 
death of an unidentified negro, shot 
while robbing the windows of Gold- 
stein & Moseson, Eleventh and 
Market Streets, window smashing in 
Louisville will probably suffer a let- 
up for a time. This made the fifty- 
third time that the store has been 
robbed during the past few years, 
and the fourth time within two 
weeks. 











\ 
= 
3 





















fesko 





Every Move a Picture 
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Testimonial banquet 


to Bernard J. Coens and Edward Houlihan of Chicago 





IG SPREAD 
FOR SHOEMEN 


Over Three Hundred Join 
in Boosters’ Club to Praise Mer- 
chants _ 


CHICAGO—The Boosters’ testi- 
monial dinner, which was tendered 
to Bernard J. Coens and Edward J. 
Houlihan in the La Salle was par- 
ticipated in by seven hundred of the 
friendliest of friends. The dinner 
was very unique in that thirty-five 
men sitting at the speakers’ table, 
some with a nation-wide reputation, 

aid tribute to two shoe men of 
Chicago. Each had a word to say 
regarding the continued success of 
the two honored guests. The toast- 
master, Geo. F. Mulligan, first called 
upon Mr. Frank W. McClure, di- 
rector of the Advertising Associa- 
tion of Chicago and also connected 
with the Associated Advertising 
Clubs of the World. Mr. McClure’s 
first words gave credit to Mr. Coens 
and Mr. Houlihan. “First because 
they are square. Their advertising 
is of the same nature. You will not 
see their ad say $7.00 shoes for $3.85, 
for truth and honesty is the reason 
for their success.” 

Judge McGoorty of the Appelate 
Court spoke next, and then Chas. W. 


Bernard J. Coens Edward Houlihan} 


Evans of the Boydon Shoe’Co. con- 
vinced the audience that the extraor- 
dinary prices they are now se 
for shoes are justifiable. He show 
them the comparative cost of each 
item that goes into a shoe in the past 
two years. Mr. Evans told of how 
Barney Coens worked for sixteen 
ears with N. B. Holden & Sons and 
ow he rose in business. 





Hon. Robert M. Sweitzer, County 
Clerk, remarked that he was still 
wearing a pair of shoes that he had 
bought from Coens when he was 
last on the ticket, although he said 
he had not run any. 

A short talk was then heard re- 
garding the country’s welfare, and 
a rising vote was taken to pledge the 
gathering to back up President Wil- 
son in any of his actions. 


LL LEATHER 
WANTED 


In the Land of the Ukulele 


HAWAII—The orientals do not 
take kindly to leather substitutes. 
Heels, they say, must be all leather 
because their customers wear them 
down to the shoe, and if even a good 

uality of leather board were used 
the purchaser would think he had 
been cheated. They also believe 
that only leather inner soles can be 
used. ibre counters, because of 
their cheapness and stiffness, did 
attract favorable attention, and one 
or two of the larger shoemakers said 
they would try out the different 
makes. Most of the sole leather 
used is third grade. The orientals 
do not use any rubber or rubber- 
fibre soles, but do put on rubber 
heels to order. 

No Clearances Here 

One season is so much like an- 
other in Hawaii that they are not 
productive of dead merchandise, 
and clearance sales are comparatively 
few. One store manager admits only 
one such sale in five years, and says 
he will never have another because 
he will handle his stock so that no 
such sale will be necessary. 

Because all the stores sell to all 
races, every retail store under white 
management has a cosmopolitan 
sales force. Usually a Japanese, a 
Chinese, and a Hawaiian or part- 
Hawaiian will be found on duty. 


AMPLES IN 
AEOLIAN BUILDING 


NEW YORK—The Johnson-Mur- 
hy Shoe Co. of Newark, N. J., 
ave moved their sample rooms to 
1724 and 1725 Aeolian Building, 
42nd Street, New York. 





EAL BUCKSKIN 
SHOES 


Made by Real Bucks 


Some real buckskin boots, made 
~ | real bucks, are shown in the store 
of Al A. Rosenbush, the Boston shoe 
wholesaler. They are shown beside 
mustard buck, white buck and gra 
buck boots for Easter belles, an 
they contrast the best shoemaking 
of the Indians with the cleverest 
shoemaking of the pale faces. 

The display “—_" shows that the 
Indians were a few generations 
ahead of Lynn makers in producing 
millinery footwear, and the redskin 
shoemakers have a few points over 
and above the Lynners, or any other 
white men, in making artistic foot- 
wear. Their shoes are of wonder- 
fully soft leather, and some of them 
are beautifully adorned, particu- 
larly the beaded moccasins. 


EW COMPLICATION 
IN SHOEMAKING 


LYNN, Mass.—‘‘What is the 
size of your calf, madam?”’ 


“Sirl” exclaimed the indignant 


shopper.§ 
“Pardon me, madam,” replied the 


shoe clerk. ‘But boots are so high 
these days that to fit them we must 
know the measure of the calf, as 
well as the length and the width of 
the foot.” 

Such was Life’s joke last week. — 

A Lynn manufacturer says it is 
true to life. He has an order for a 
12-inch boot, and he made a boot 
12 inches high. Back it came to 
him with the reply that a boot 12 
inches around the top was wanted. 

The same manufacturer made the 
other day a No. 4 C boot, nine inches 
high, and the top of the boot mea- 
sured 13 inches round. It was an 
outsize of nearly four inches. 

With a variation of at least four 
inches in the measurements of calves, 
the shoe man has some stunt before 
him to make high boots that will fit 
them all. 





ETTING SHOES 
TO RUSSIA 


Record Parcel Post Shipments 


ST. LOUIS—The foreign depart- 
ment of the Internationa! Bhoe 
Company, which has adopted the 
licy of shipping its Russian orders 

y way of the Pacific and Vladivos- 
tock has reached a very steady flow 
in excess of 30,000 pairs per month, 
and are increasing as rapidly as the 
Russian government will ermit the 
goods to move from the Pacific port 
across Siberia to Moscow and _ other 
points in Russia. ili i 





being. made in special 

cases which are sealed and the 
covered with cloth. At Vladiv 
tok these containers are opened 
and interior containers holding four 
pairs of shoes each are then utilized 
and the shipments handled as par- 
cels post over the Trans-Siberian 
railway. The expensive character 
of the shipment method doubles the 
cost of the footwear by the time it 
reaches its destination. About two 
months is the reported time for ship- 
ments to complete the trip. An 
example of the cost is shown in the 
charges on a special rush shipment 
of 1,000 pairs which were $645 for 
fast service St. Louis to V. 
couver, $1,327 Vancdiver to Vladi- 
vostock and $750 Vladivostock 
Moscow, aside from a special cost 
of $625 for the original packing. 
All the shipments are of the better- 
grade Of goods for civilian wear— 
none for the army. 


QGHOE PRODUCTION 


Monthly Reports 


ST. LOUIS—The monthly report 
of shipments of footwear from S 
ag nee a no let-up i 
to be expec in the aggregate 
business to be handled out of thi 
market. The gains over January 
xear ago are extremely heavy 
shown by the figures for the thre 
branches of the International Sho 
Company. The Roberts, Johnson 
Rand Branch reported shipments fo 
the month of $1,644,048.24, a ga 
of $418,201.03; Peters Branch shi 
ments of $1,124,734.46 a gain « 
$397,520.85 and the Friedman-She 
by Branch shipments of $577,445.9 
a gain of $145,349.12. This make 
the. total gain for the month « 
$961,071.00, the total shipments be 
ing $4,095,715.12. The total gai 
for the two months of the fiscal yes 
of the three branches is $2,749,866. 
in total shipments of $7,239,785.8 
The shipments for the month a 
the Brown Shoe Company showe 
similar large gains, the fig fo 
the month being in excess of $1,580 
000.00 with the total for the thre 
months of the company’s fiscal ye 
$5,843,469.83 and the gain for tl 
month ee Neg ge and for thi 
three mon i $2,173,901.80 

ill others of the St. Louis house 
tell of great increases, the McElro 
Sloan Shoe Company’s increase fo 
January being $121,604.96 over th 
same month in 1916: Shivsing 4 
partments generally are being hs 
put.to it to keep up with the pressu 
put upon them, while craggy: oP 
working at top capacity, limi 
only by labor and bee | supply, 
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Black Vici, White Nubuck Top 


Eight-inch Polish Plain Toe 
$4.00 


Virginia Temple 
X1679, Widths B-C-D 


oer 


: 
: 
; 


HERE'S more business for you. 


An eight-inch White Nubuck top Virginia Temple. 


The black kid vamp is not only the practical—-serviceable leather for 
street wear but it makes a contrast that’s a winner. 


If you could see the shoe itself you would ‘be quick to recognize its ex- 
tra sales possibilities. sh 
60 
Use this order form now and send for a pair or a case. Oe 
O-49 
o® “98 
sree 
ov” de 
a9 
ros si 
PARKER-HOLMES & CO. ® ~ 


600 ATLANTIC AVENUE 
BOSTON, MASS. 
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THE “BARRY’’ SILENT SALESMAN 





IS GOING HIS ROUNDS 





E’S a big, husky look- 

ing chap, well togged 

out, and so gentlemanly 
he will not “butt in” where 
and when not wanted. 


You'll have to make a date 
with this chap, for his time is 
limited, and the route already 
mapped out is long. 


EFORE or after the fuss of 

a busy day, not during it, 

he is at your service, to 

lay before you an assortment 

of “Barry” shoes that will not 

only win your admiration, but 
deserve your business. 


Send postal request that he 
call. 


T. D. BARRY COMPANY 


BROCKTON, MASS. 


BOSTON OFFICE - ~ 
NEW YORK OFFICE - - 
CHICAGO OFFICE - - 


- 183 Essex Street, Room 204 
- 819-A Flatiron Building 
- 35 South Dearborn Street 


Address All Communications to Brockton 
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; MANUFACTURERS OF 
HiGH GRADE EVERYDAY SHOES 


HANOVER & MAPLE STS 


MILWAUKEE,U.S.A. February 5th, 1917. 


Mr. E. B. Terhune, Mer. 
Boot & Shoe Recorder, 
Boston, Mass. 


Dear Mr. Terhune: - 
You asked me to write you why I think our Hardy 'Hide Up- 
per leather is the best there is for all kinds of work 


shoes and the reason is as follows: 


It is first Tanned in chrome which gives it great strength, 
toughness and pliability and is then tanned in a vegetable 


compound of our own making which surrounds the fibres with 


an acid resisting substance that preserves the strength and 
pliebility of the leather in shoes far beyond the life of 
any ordinary Tannage. 


Hardy Hide is all made right here in our own Tannery which 
as you know, joins our Shoe Factory. This enables us. to 
give it close supervision and to see that nothing but the 
best hides and materials go into it. 


The fact: that we are responsible for Hardy Hide shoes, of 
course, makes us more careful of the quality of the leather 


than the Tanner who sells his leather and stops his re- 
sponsibility there. 


This is a strong point, Mr. Terhune, and I want to ask you 
to think it over. 


We are so firmly convinced of the superior merits of Hardy 
Hide that we are not going to be satisfied until every 
wearer of work shoes in the Country knows about it. 

Very truly yours, 


HARSH & EDMONDS SHOE COMPANY. 
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Calf, Veals, and Side Leathers 


Suitable to a Wide Range of Shoe Values. 


Velours, Lotus, and Pevee Calf are leathers of the best quality and 
suited for the finest shoes. 


Velours, Lotus, and Pevee Veals or Kips are only less desirable than 
the similar calf leathers. 


Velours, Lotus, and Pevee Sides imitate the calf in exactly the same 
tannage and finish for a medium-grade shoe. 


The above black and colored “P. & V.”’ leathers for dress shoes 
show three ranges of value. They are made the same way and give 
the same durable and satisfactory wear. The sole difference is in 
the nature of the hide. As the animal grows older the grain is less 
fine. This difference is minimized by our finishing methods and 
selection of skins for these leathers. 


If Calf is out of your range, try the Veals. If that is too high, try 
“P. & V.” Side Leathers in your shoes. The shoes in any case 
will give just as long and satisfactory service. 


Pfister & Vogel Leather Co. 


Milwaukee, Wis. 
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Stock No. S-522 (Unbranded)—Brown 
Cordovan Bal, Cordo Calf Top, Ritz Last, 
Heavy Single Sole, 8-8 Broad Heel. A, 7 to 
10; B, 6 to 10; C and D, 5 to 10. Price $5.50 


Stock No. S-525 (Unbranded)—Dark 
Cherry Russia Bal, Ritz Last, Single Sole, 
8-8 Broad Heel. A, 7 to 10; B, 6 to 10; C 
and D, 5 to 10 Price $4.50 


Stock No. S-512 (Unbranded)—Gal. 26 
Russia Bal, Dark Cherry Shade, Classic 
Last, Single Sole, 8-8 Broad Heel. A, 7 to 
10; B, 6to 10; C and D,5to10. Price $6.00 


Stock No. 8-524 (Unbranded) — Gal. 4 
Russia Bal, Mahogany Shade, Ritz Last, 
Single Sole, 8-8 Broad Heel. A, 7 to 10; 
B,6to 10; Cand D, 5 to 10. Price $4.50 


New Spring and Summer 1917 Stock Styles Now Under 
Construction. Mail request for copy of Catalogue 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS * 
——_ £30@na.e.—— 


NEW YORK BOSTON 
207 Essex St. 


401A Flatiron Building 


CHICAGO 
35 Seuth Dearborn St., Room 406 


Address all Communications to Brockton (Campello) Mass. 
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& WS LENOX 
SHOES 


FOR MISSES AND CHILDREN 


IN STOCK NOW 


THESE THREE ARE BUT A FEW OF THE MANY ATTRACTIVE 
STYLES THAT GO TO MAKE UP OUR LINES. THEY ARE GOOD 
SELLERS, THEY SHOW THE BEST VALUE THE MARKET OFFERS, 
AND WE KNOW THEY ARE RIGHT BECAUSE WE MAKE THEM 
AND STAND BACK OF EVERY PAIR. 





GOODYEAR WELT McKAY SEWED TURNED 


MISSES’ AND CHILDREN’S WELTS, GUN 
METAL AND PATENT LEATHER 
BUTTON, TIP, 3-4 FOXED. 


5 to 8, $2.00 8 1-2 to 11, $2.25 11 1-2 to{2, $2.50 


MISSES’ AND CHILDREN’S McKAY 
SEWED GUN METAL AND PATENT 
LEATHER, 3-4 FOXED, BUTTON, TIP. 


5 to 8, $1.60 8 1-2 to 11, $1.85 11 1-2 to 2, $2.15 
CHILDREN’S PATENT TURN BUTTON 
1 to 4, 90c. 4 to 6, $1.10 


THESE PRICES ARE RIGHT FOR THIS DATE, BUT YOUR ORDER 
HAD BETTER BE MAILED AT ONCE 


WEIMER, WRIGHT & WATKIN CO. 
piss 82ND STREET Pp HILADELPHIA 12 TO 40 E ALLEN STREET 
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latest novelty creations. The 


STANDARD line embraces oted Stage and Film Star 
scores of striking effects this attired in a pair of @syfors” 


year. 


Here is illustrated one of our a wre Edna Goodrict 
N 


We Use Only Felt of Surpassing Quality 


Manufacturing, as we do, more quality felt than any other concern in the world, we are in a position to produce, beyond 
question, the finest felt footwear. 

STANDARD Felt, as used exclusively in making “Cosy Toes,” owes its remarkably fine texture, its warmth and its 
luxurious quality to the distinctive manner in which it is treated. 

In the manufacture of this felt the pure wool is washed until it has sanitary cleanliness. It is then conveyed to our 
Solar Dryers, where it is dried and bleached by the hot, direct rays of the California sun. This is Nature’s own process, 
and owing to our geographical location we have the only factory in this country where Solar Dryers can be used sat- 


isfactorily. ; 
The STANDARD line is superior; it is exclusive; it is distinctive; it is the greatest 
profit-making line for you to carry. 
LEARN ALL THE FACTS ABOUT THIS WONDERFUL LINE NOW 
WRITE OR WIRE US TO HAVE ONE OF OUR SALESMEN CALL 


Standard Felt Company 


General Offices and Factories: WEST ALHAMBRA, CALIF. 


New York Chicago San Francisco 
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Hterlin 


“HITCHYOURWAGON oar 
ToA 
WINNER.” 











ST. BERNARD 


Differing qualities determine the winners in different lines, ithna® as these two contrasting blue- 
ribboners at the Kennel Club Show at Sheepshead, Long Island, will demonstrate. 

There is some contrast between “Peggy,” weighing one and three-fourths pounds, winner of the distinc- 
tion of being the smallest dog entered, and the gigantic St. Bernard, “‘Valaiswolfram,”’ who tips the scales at 
exactly two hundred and seven pounds. Without question the latter was awarded the prize as the largest 
canine in the exhibition. 

This is one of the most remarkable animal pictures ever taken, showing as it does the great extreme in a 
single family of the animal kingdom. But there is no more contrast here than in the quality of patent leathers. 

Here test after test has established the leadership of the Sterling products as winners in quality, satisfac- 
tion-and service. Hitch YOUR Wagon to These Winners and you can be sure that you, too, will be among 


Sterli tig Golt Sterling Kid 


For Men’s iY For Women’s 1 


BRISTOL PATENT LEATHER COMPANY, " . ees 
Re ee 
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Respectfully 
submitted for 
your consideration 

















The Dalton Company Ine. 


Makers of Honest Value Shoes 


Brockton - -  #£=Mass. 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
183 Essex Street, R. 405 651 Marbridge Building 1415 Great Northern Building 


PALETTE 
PITTI iii 
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for the big season ahead--- 
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Yes, that’s just what we are doing. We can say right now 
that “‘“Konqueror”’ styles for the coming season are being pro- 
duced and they will be some shoes. 

Live dealers know it pays to sell shoes selected from a live line. 
The big successes in the merchandising field, waste no time or 
energy with shoes that do not have a reputation for 
dependability. 

Determine Right Now To Sell ‘“KONQUEROR”’ Shoes for Men 


THE RIGHT STYLES THE RIGHT LEATHERS THE RIGHT PRICE 


The world’s best foot corrective shoe—The Unlocked-Process Shoe—will 





THE MARK 
OF MERIT 


from stylishness. 
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These Books 


Your 





Efficiency 


I started with 
the little 
toss J-Pian 
Memo book— 
and it was so 
splendidly 
made, so dur- 
able, so hand- 
some and _ so 
altogether convenient, that I bought larger & cwoose J- Poa 


Ring Books for use in the office. 

Here are some of the uses to which they can be put—and for 
each use there’s a stock form that fits a certain ms -Pum 
Binder. 


Sales Prices Memo Books 
Reports Hospital Records 
Class Records 








Cash Received 
Checks 


Graphic Charts Accounts Payable 


Sales Records Quotation Records Note Register 

Scrap Books Claim Record Bills Payable 

Manuscripts Order Books Daily Statement 

Engineers’ Books Inventory Records Minute Books 

Diaries Petty Cash Pay Roll 

Goods Received Cash Journal Trial Balance 
xpense Books Data Book Meter Books 


ox Pan Books and Formsare sold by all First Class Stationers 


ros) Books and Forms Are Acknowledged the 
NOTE est by both Dealers and Users 
WHY SUBMIT TO SUBSTITUTION? 
Send for Catalog E7 
Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the World 
KANSAS CITY, MISSOURI 7 


be strongly featured by us the coming season. 
in this shoe which are Orthopedic, but the looks. 
elements are scientifically embodied in construction without detracting 


THE PRESTON B. KEITH SHOE CO. 


BROCKTON, CAMPELLO STATION, MASS. 
BOSTON OFFICE, 207 ESSEX STREET 


We have all features 
The foot corrective 








MANUFACTURERS 





ONE OF ouR 
COUUHOUOEUOOOUEOASESOGRETE TN-STOCK LEADERS 












There’s months ahead 
when this shoe will sell. 
Order today. 

Stock No. 214—Sand- 
ler Last, Gun Metal Blu- 
cher, Double Sole to 
Heel, Cork Welt. 
Widths D, E. 

Price $4.00 


Manufacturers 


Condon Br Os. Co., Brockton, Mass. 
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Women’s Hand Made Turns 


READY TO SHIP 








4928—Patent Kid Seamless Vomp haem! ‘Cream 
Chiffon Calf’ 8-inch Top, 17-8 Full 
Louis Wood 7 with Aluminum Plate, 
Turn. AA, A, 


»C x 
an~— ¢ above vith = “Coral Chiffon Calf” « 
Top. AA, A, B, C 6.50 





4923X —Steel Gray Kid 8-inch Lace, Imitation 
Tip, 17-8 Full Louis Wood Heel with 
Aluminum Plate, Turn. AA, A, B, C..$7.00 
492 2—Dark Brown Kid 8-inch Lace, Imitation 
Tip, 17-8 Full Louis Wood Heel with 
Aluminum Plate, Turn. AA, A, B, C.. 7.00 


Fine Light Smooth 
Evenly Matched 
Kid Skins 





Schmidt’s “Chiffon 
Calf’’ Tops 





“Red Line-In’’ 
Linings 








High Grade 
Workmanship 





Perfect Fitting 
“Sherman’’ 
' Last 











These Shoes 
Are What 
Your Customer 
Wants 
And They 
Will Bring You 
Quick Returns 
And a 
Good Profit 














“Chiffon 
Calf?’ 
Top 


4924X—Dark Gray Kid S eamless Vamp Lace, 
**Gray Chiffon Calf’ 8-inch Top, 17-8 
Full Louis Wood wr with a 

Plate, Turn. AA, A, B, C. . 86. 





4925—White Kid 8-inch Lace, 17-8 Full Louis 
Wood Heel with Aluminum Plate, Turn. 
, y  \ ier e ry $7.50 








WRITE FOR SPRING CATALOG SHOWING COMPLETE LINE 








JAMES CLARK COMPANY 


ST. LOUIS - 
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You must give your customers SERVICE! 


As a live present-day shoe merchant you surely realize 
that SERVICE is the big word in shoe store management. 
That's why you need a Button Machine! 


But, it must be the right machine—one that will work 
rapidly, constantly, and efficiently—IT MUST BE A 


BUTTON 


Ons Ahy Ake Me My Ahr A 


The Fastenator has taken the lead in its field absolutely on 
merit. It delivers the goods! It’s on the job every day— 
every week—all the time! 


It has durability—simplicity of operation—fewest parts, 
and costs but $65.00. Withelectrically driven hopper $125.00 


The finest shoe stores of the country—Cammeyer—W alk- 
Over, etc.—stores that must have and give dependable 
service are using the FASTENATOR. 


Write for our catalogue. It tells the 
complete FASTENATOR story. 


The AUTOMATIC MANUFACTURING COMPANY 
78-82 Reade Street, New York City 


SPOBEB PRP ORE POBS: 


"OOO CCOCOCCOCOE CCOCCCCOCOE OLOCOCECOCC OCC OCCOCOOCOOOC6 CO COCCCOCCOOCCOOCOG 


PE IBIBIBIB I BIBI BERS 
S 


Wire for 30,000 Operation Free! 
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Tt has been our custom to 
quote prices in our adver- 
tising, but due to the impossi- 








bility of figuring costs and 
selling prices now, with any 
assurance of their remaining 
fixed for a reasonable length 
of time, as under normal con- 
ditions, we are obliged to 
request the trade to write us 
for prices and terms. 


We have the styles—the stock 
and the service for at-once 
shipment of Men’s Welts that 
wear. 


Stonefield-Evans Shoe Co., Rockford, Ill., U.S.A. 


No. 478—**TROT”’—IN STOCK 
Men’s Welt cut from Velour Calf Vamp, Mat 
Top, 9-iron Sole, 13 Edge, 14-inch Heel. 
Made in Blucher, Bal and Button. 


No. 460—Creole Last 
IN STOCK 

Gun Metal Bal, Dull Kanqgree Top, Duck 

Lining, 12 Close Harvard Edge with Prick 

Top Stitch, 11-8 inch Heel, Wax Bottom 

Finish. Sizes 5 to 1044. Widths B, C, D. 


No. 453—**SPARK’’—IN STOCK 
Men’s Gun Metal Calf, Inch Heel, 13-iron 
Oak Sole, Natural Sole Finish, Straight Tip, 
Small Perforations, Blind Eyelets, Wear- 
proof Lining. 


No. 369—“‘CREOLE”—IN STOCK 
N. B. Tan Bal, Top Same, Duck Lining, 12 
Close Harvard Edge with White Top Stitch 
1\%-inch Heel, Wax Bottom Finish. Sizes 
5 to 10%. B, C and D Widths. 


No, gee” J Last 


IN STOCK 
Full Gun Metal Calf Bal, Blind Eyelets, 
Khaki Lining, 13 Harvard Edge, 7-8 inch 
Flange Heel, Wax Bottom Finish. Sizes 5 
to 1044. Widths C and D. 


CHICACO OFFICE, 706 Security Building 


066 CCOE SCOCCCOCCOCOCCECOOCCOOO6C6CEOO6CECCCCOEECEE 
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PLAY IT SAFE! 


NOW is the time to build for Spring trade---and here is the line that is going to spell future suc- 

cess and profit for thousands of alert shoe merchants. In stock ready for immediate ship- 
ment. Daintily modeled white shoes of Nu Buck or Canvas, in just the modes Fashion has de- 
creed for Young Ladies’ wear this Spring. 


W hite’s 
The Thing 
the Coming 
Spring 


white buck ball strap. Sizes 244 to7, A toD Imitation wingtips. Sizes 23 to 7, A to D. 
$3.75 $3.75 


rq 


Buy White 
and fA 
ye 


finished leather heels and soles, flexible Mc- ' No. 470—White Sea Island Lace, white 
Kay. Sizes 24% to 7, Ato D. Plain toe. A finished leather soles and heels and white 
very dressy style ball strap. Sizes 244 to 7, Ato D 

$2.50 


SAMUELS SHOE COMPANY 


1410 WASHINGTON AVENUE, ST. LOUIS, 


You can dominate the young women’s trade of your entire locality by means of these 
wonderful values. It means money in your pocket. 


Write for Complete Spring Catalog ready Now. 




















= 
— 
- 
— 
= 
= 
- 
= 
_— 
= 
= 
- 
~ 
= 
= 
_ 
= 
= 
= 
= 
= 
- 
= 
= 
= 
> 
= 
= 
- 
= 
= 
= 
= 
= 
= 
~ 
_ 
~ 
= 
~_ 
= 
-— 
- 
- 
= 
~ 
- 
- 
~ 
= 
- 
- 
= 
= 
= 
= 
— 
= 
— 
= 
= 
-— 
= 
= 
= 
ee 
- 
= 
= 
- 
= 
=~ 
_ 
— 
= 
— 
= 
= 
= 
~ 
= 
= 
= 
~ 
~ 
-_ 
~~ 
— 
_ 
= 
~ 
= 
— 
= 
= 
- 
= 
= 
~ 
= 
— 
= 
— 
- 
- 
~ 
~ 
- 
7 
> 
~ 
- 
= 
7 
= 
= 
— 
- 
- 
= 
- 
= 
~ 
—j 
—) 
= 
= 
~ 
= 
> 
= 
= 
~_ 
= 
- 
= 
= 
a 
= 
= 
= 
= 
- 
~ 
— 
= 
—_ 
= 
= 
- 
_ 
- 
-— 
= 
= 
= 
_ 
= 
~ 
- 
= 
- 
= 
-_ 
= 
= 
— 
— 
= 
— 
_ 
- 
- 
= 
- 
= 
~ 
= 
rj 
— 
=- 
— 
- 
— 
- 
= 
- 
- 
~ 
— 
= 
_— 
~ 
= 
—) 
—j 
> 
-_ 
= 
= 
— 
= 
~~ 
= 
_— 
= 
= 
= 
~ 
- 
= 
— 
= 
= 
_ 
— 
— 
= 
=” 
—j 
= 
— 
~ 
=~ 
- 
_ 
— 
~ 
A 
<@> 
Y 


_——. 








BOOT AND SHOE RECORDER Feb. 10, 1917 





The illustration shows 
an attractive shoe store equipped with 


Sanitary Opera Chairs 
the modern shoe store seating. 


Some of the advantages over settees 
and individual wooden legged chairs are 


Greater Seating Capacity 
(Chairs interlock) 
Greater Comfort 
(Spring, stuffed or full roll plain seat) 
Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 
cost about one half price of correspond- 


Gould-Lee & Webster Shoe Store Rochester, N. Y. ing wooden legged chairs) 


Chairs by Indestr uctibility 


(Opera chairs guaranteed against break- 
ME LAN AT age. Wooden legged chairs and settees 
° break easily) 
Rigidity 
G l Offices, iulding, Chicago, Illi 
eneral Offices, 1016 Lytton Biulding, Chicago, Illinois Hae Oe ee TN 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITIES fastened to the floor) 














[1 tsseeceesesccccenecsesescccnsssssccccssssseenscsesssssssccsossssnsssenss 


Shrewsbury 


Grain 


You cannot 
invest money 
to better 
advantage 





for store equipment than 
to put it into Milbradt 
Rolling Step Ladders. 
One, two, three or more 
about the store will be 
found a great time and 
labor saving means of 
handling stock. They 
are made to match your 
fixtures and fit your 
shelving. 

Prices $8 to $12 in oak 

F.O.B. our factory 


MILBRADT MFG. CO. 
ST. LOUIS, MO. 


Now as ever the 
popular leather 
for substantial shoes 


T 


rT 


On the market 
for 134 years 








Green & Hickey Leather Co. 


TANNERS 





SEND FOR CATALOGUE. USE COUPON. 





Shrewsbury, Mass. Milbradt Mfg. Co. i I REE 
St. Louis, Mo. 
Gentlemen:—Please send catalogue of your rolling step ladders and 
advise price of same finished in (* 
* Mention finish desired to match your fixtures. 


Thomas McCammon 


116 South Street, Boston, Selling Agent — 


jm Ge 











Buyers’ Easy Reference Directory 





**BEADED TIPS” 


Coa fy JJCAALG Jip; 
i! BEADED iF 


There’s only one Beaded Tip Shoe Lace and 
that one has this Trade Mark on the label 


TRADE 


BEADED 


MARK 
UNITED LACE and BRAID MFG. CO. 


Originators and Sole Menufacturers 
PROVIDENCE, [Auburn] R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 











McKays and Welts 
For the Up-to-Date Woman 


Values tht stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 








SEND YOUR UNSALABLE 
COLORED CLOTH TOPS, 
- ~TO US- 


We will make them a fast black that will 
not fade, and we will not soil your linings 
LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 
NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 








The Dr. A. Reed 


Famous Cushion Shoe 
For Women 


The best grade of comfort 
shoe on the market to-day. 
There is a class of women 
who insist on comfort at 
any price but it takes a 
good shoe to satisfy them. 
Only a few agencies available 


eeaaee tear John Ebberts Shoe Co. 


Lace Boot, No. 33 Last, Widths Buffalo, N. Y. 
A to EE, Sizes, 24% to 9 





pe matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
Kiicfup 
means quick and easy sales for you 


Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 


C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 














We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 
Headquarters for Find- 
ings and Shoe Store Sup- 
plies. 
In the Heart 
of the Shoe Trade 


INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 











Mr. BUYER 


Don’t forget to visit Kiely’s 
only exclusive White Buck 
Factory, making Child’s, 
Misses’, and Growing Girls’ 
in Welts and McKays. 


Guides furnished by applying 
to office. 
Kiely, the White Buck King of the East. 


T. J. KIELY & CO. 


THIS IS KIELY LYNN, MASS. 











a 33 
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Little Girls and Little Boys! | 
They’re all for you | 


a ae 







301—Gun Metal Button 
302—Patent Colt Button 1.50 1.90 2.40 


300—Black Kid Button 











235—Tan Lotus Blucher 





245—Black Calf Blucher 
265—Tan Elk Blucher 1.75 2.25 2.75 
275—Black Elk Blucher ) 








320—Tan Lotus Button 


Hagerstown Shoe & Leather Co. 


Hagerstown, Maryland, U. S. A. 










Immediate Delivery On 


WHITE SPATS 

















Judged from the way Spats are selling, you will 
want more right away. Put yourself in a position 
to cater to the most exacting trade by carrying our 
line of perfect fitting spats. Other numbers in stock. 


CHAMPAGNE PEARL GREY FAWN 
DARK GREY CHAMOIS IVORY 


$9.00, $12.00, $15.00, $18.00, $24.00, $30.00 


Per Dozen 
If your jobber cannot supply you, write us 


H. JACOB & SONS 


Manufacturers of 


LEGGINGS, OVERGAITERS and BAREFOOT SANDALS 


519 East 72nd Street - - - NEW YORK 
NORWALK, CONN. 
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Women’s Comfort Shoes 





OUR PRODUCT 


BALS AND JULIETS 
TURNS AND McKAYS 


1 Tiaantefo 


LYNN, MASS. 3A 


sy) 
PUTT 


See 
Attractive Window Displays 


Increase Your Sales 


Use D. & S. Background Papers and 
Watch Your Business Grow 


CHANGEABLE INSERT SCREENS, PED- 
ESTALS, FLOWER BOXES, BORDERS, 
ROPING, FLOWERS, Etc. : : 


SEND FOR SAMPLES DEPT. B 


DOTY & - CRIMGEOUR SALES CO., INC., 
74 Duane S reet New York, City @ 


a” 

* 
“a 
s 
= 
s 
". 
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Se I ol 


. A Treat to the Feet : 
MACK S F@DT LIFE 
TIRED, pony 
PERSPIRING FEET. 

hader for THIRTY YEARS 


_Send for @ copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDICAL 
| 333 Fremont St. Neng ys was 


= 
Stele I MI I i i i Ty i i tr 
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Pd 


HENRY LILLY CO. 


AUCTIONEERS 
88-90 READE ST., N. Y. 


TRADE SALES 
of 
SHOES and RUBBERS 


Every Wednesday and Friday 





2 
i 


HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


We carry a complete stock on the floor. Let 
us send you samples. 


Le 


We also nake a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


ETT 


TTT bs 








al 


* 





Strootman C 


Put elastic cheer in your foot-troubled 
customer’s step. 

They instantly relieve weak, sore and tired 
aching feet because they are light, comfort- 
able, Tost cnntionniies and shoe-fitting. 


UNDER TROUBLED FEET 


are a long-felt want to prevent falling of 
the arch and protect active feet against 
common foot troubles. 

Strootman Cushions are _ scientifically 
built of a high-grade piano felt to give 
plain, every-day satisfaction and make 

new friends for you. 
Strootman Write for literature today. 


cushion John Strootman, Buffalo, N. Y. 


ETE 


= 





. 





Dressy and 


Low Priced 


Steel Gray Buck Finish Leath- 
er Polish, N. Y. Last, Imt. Tip, 
Flexible McKay, 2 in. 1-2 Louis 
Leather Heel, 8 1-4 in. Height, 
B to E, 2 1-2 to 8. 


$3.75 
IN STOCK 


. 


Style 4815 
122-124 Duane St., 


PALIT 


Zz 
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SHOE CO. x 


Li 
» ()LO 100 READE ST., N. Y. 


OVERGAITERS 


White as the driven snow 
Shapely as Venus De Milo 


CROURGRUEUOOUOGRURREREOORERERES 


Stock No. 


Stock No. 1021—Pearl Gray 
Stock No. 1022—-Champagne 
Stock No. 1033—Taupe 
Stock No. 1035—Chamois 


Send for Sample Dozens. In Stock 


MUTI 


PITTI 
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TAN . WHITE 


LATHERE, 


THE SUPER-SOLE 


THE SOLE THAT SELLS THE SHOE— 
NOT THE NAME THAT SELLS THE SOLE! 


That’s the LEATHEREX proposition boiled down to a 
statement! 

For LEATHEREX SOLES will sell shoes. Their con- 
struction makes this a certainty. 

They will positively outwear leather. 

They are absolutely water-resisting. 

They are extremely flexible. 

They are tough and durable. 

They take a beautiful edge and bottom finish—the best 
of ANY composition sole made. 

Their high quality is kept uniform at a rigid standard. 
SPECIFY THEM! 


TYER RUBBER COMPANY 


ANDOVER, MASS. 
Sole Selling Agents, The Brownridge Co., 170 Summer St., Boston, Mass. 





TUTTI 








i ia Ne cAI NORRIS PEON! Oy 7 LENIN 
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GAIA SONA DOGO oo mmmamwmmwowy wont 


‘**CHANDLER’S”’ 
SHOE NOVELTIES 


Flexo Bows, Buckles, Shoe Ribbons, Laces 
Write For Sample Line of Laces 


W E have in stock the smart Spring colors for afternoon. teas 
and dansants--Beige, Straw, Sand, Gray, Navy. 


THE NEW SKATING SHADES 


White, Gold, Absinthe, Mustard, Bronze, Rose, Purple 





One of our best wearing tubular laces 


C. A. BROWNING CO. BOSTON, MASS. 


URARGNGAGA GR RL ALALAGN LL LALA LARD LALA LALRLALA ALLER LDA AANA GALAGA LALLA RH 


COOGOSGIO OOM GOYOwwowaoye wowwmwoye 
MAMA AAGAGALA AGRE LA LALA LA ARAN LALALARA Ga 


ELLERS-EVERS:CO-INC 


WHITE SHOES 
IN STOCK 


N 

re) 

"4 Vv 
E 8122 Wo’s All White Nubuck Lace, =a 
a Plain Toe, Covered Heel, Metal ie 
T T 
l i 
E E 






Piste, APS sick ccces $3.75 


8123 Wo’s All White Reignskin Lace, 
Plain Toe, Covered Heel, Metal 
PUG, AACE inc ccccccsiass 


FLEXIBLE McKAYS 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


“MOST NATURAL’? 


SPRING ARCH SUPPORTER 


Is as light as a feather, it supports 
the sole so it makes it impossible for 
the arches to break down, further, it 
helps arches to get back to their nat- 
ural position. The most comfortable 
and practical on the market. Will fit 
any shoe. Retailing at $1.00 per pair, 
it yields you a nice profit. 


STATE FOR LADIES OR GENTLEMEN 


The J. J. TANNER MFG. CO. 
PETALUMA, Sonoma County, CAL. 





: IN STOCK 
; SATIN SLIPPERS 


FOR EVENING WEAR 








mM Made of good serviceable satin, in operas, 
m with and without rosettes. In Cuban or 

1-2 Louis heel to match. Black, white, 
= pink, blue. 


SLIPPER CO. 
116 Duane St. 
NEW YORK, N.Y. 


TERMS 
3% 10 days; 
days, net 
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COLUMBIA | 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA COUNTER-CO- 


349 CONGRESS ST. BOSTON, MASS. 
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MACHINE CO., INC. 
189 Charles St. 
PROVIDENCE, B.I. 


A ENGINEERS 
4 FOUNDERS 
and MACHINISTS 


Manufacturers of 
hafting, Pulleys, 
mgers, Bearings, 
cummings. etc., Iron 
coorees Comat 
epairs, Specia 
Machinery for Tex- 
tie Work, Ball- 
Winding Machines, 
= Cotton Bat Heads, 
Dressers. 























IMPROVED VENTILATING CORSET 


ANKLESUPPORTS », 
SELL NOW gs 


NATHAN ANKLE SUPPORTS fp pa 
WILL STRENGTHEN ANKLES /og@gggas, 


Cures Sprained Ankles 
For ane en a we Walk 
A stock is also - 
ried at our Western 
5d ency. 
Lawrie & Sons 
S. Market St. - 
Chicago, Ill. 
Order by Name einen your Jobber or Direct 


Nathan Anklet Support Co. 


81-90 Reade St., 








Model No. 477— 
A Button Boot 
with Gray Suede 
Top and Patent 
Vamp, _ Leather 
Louis Heel, So- 
Sha Last, Welt or 
Turn. 


Model No. 463—Dull_ Kid 
Shemoga Pump, Leather Louis 
Heel, Amo Last, Welt or Turn. 


Model No. 479— 
This pattern a 
beautiful boot in 
many _  combina- 
tions. For example 
—lIvory Kid Top 
and an Kid 
Vamp, Imitation 
Tip, Our New Pat- 
ented Heel— 
Leather Louis Kid 
covered to match, 
So-Sha Last, Welt 
or Turn. 








~~ 
Trade Mark 

















win ORPRI n 


OU want the women of your com- 
munity to KNOW your store—to 
think FAVORABLY of it—to 
WANT your merchandise. 





To make them do this is, in the face of ag- 
gressive competition, a task that calls for the 
best that’s in you. And your success at it is 
the measuring rod of your profits. A 


The women of your community KNOW the 
Red Cross Shoe—they think FAVORABLY 
of it—they WANT it. 

For many years we have been telling them of 
its merits. 
been advertised so extensively, forcefully and 
consistently in your community, through the 
great national magazines. ’ 


+ 
Your store will be better KNOWN and 
FAVORABLY THOUGHT OF in the minds 





No other shoe in America has. 


of more women—and your market will mate- 
rially widen—that moment you link up your 
reputation with the reputation of the Red 
Cross Shoe. 





This famous shoe, in a word, offers you a 
short-cut to greater success. Greater success 
is possible without the Red Cross Shoe, of 
course, but it is infinitely easier to attain with 
“The Most Salable Shoe in America.” 


* * * * 


For the coming Spring and Summer season we 
have planned a great customer-winning drive 
—the strongest, most forceful drive ever put 
behind a woman’s shoe. 


An announcement of this plan will soon be 
ready. It will be distinctly worth your while 
to read it. Send us your name and we will 
forward a copy to you. 


The Krohn-Fechheimer Co., Cincinnati, O. 






“* Bends with your foot ” 
Trade Mark 


Model No. 476— 
Gray Kid_ Lace 
Boot, Full Breast- 
ed Kid Covered 
Leather Louis Heel 
to match, So-Sha 
Last, Welt or Turn. 










Model No. 465—White Kid 
Lucerne Crimped Vamp Pump, 
Turn, White Kid Covered 
Wood Heel, Amo Last. 





Model No. 480— 
Glazed Kid Vamp 
and Gray Ooze 
Calf Quarter, Cov- 
ered Heel to match, 
So-Sha Last, Welt 
or Turn. 
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Their Best 
Selling Shoes 








The sales of Educator Shoes as shown by the 
following figurers have more than a _ passing 
interest for they show that the retailers repre- 
sented are alive to the turnover possibility in 
the wonderfully easy selling Educator Shoes. 


The first figure following the state shows that a pair was 
sold to one out of each (second figure) persons; that is, 1 to 5 
would mean that 1 out of each 5 persons, or 1-5 of the popu- 
lation bought Educators. 


e> 
° 


3 towns in Idaho 
5 towns in Miss. 
7 towns in Mont. 
26 towns in N. Y. 
6 towns in Ark. 
3 towns in Minn. 
8 towns in lowa 
6 towns in Md. 
3 towns in Kansas 
3 towns in Ind. 
9 towns in Cal. 
7 towns in Fla. 
10 towns in Mass. 


800 retailers in New York City show 
a gain of over 62% for 1916 and sales 
of 1 to 24. 


Wholesale Distributing Houses 


The Rice & Hutchins Chicago Co. 
The Rice & Hutchins New York Co. 
The Rice & Hutchins Baltimore Co. 
The Atlas Shoe Co., Boston, Mass. 
The Rice & Hutchins Cleveland Co. 
The Rice & Hutchins Cincinnati Co. 
The Rice & MHutchins Atlanta Co. 
Joseph I. Meany & Co., Inc., Phila. 
The Rice & Hutchins St. Louis Shoe Co. 


Rice & Hutchins, Inc. 
20 High Street, Boston, U.S. A. 
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